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Small-Town Dealer Mixes 
Service with Cash- Carry 


Result? Steady 20°) Sales Increase and Good Profits Page 52 
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Look for that Hotpoint Difference / Your Customers do! 














Send for your free copy of “KITCHEN IMAGINATION’’—a new 
28-page full color book on Hotpoint Built-In-Kitchens. Available 
direct from Hotpoint or from your Hotpoint Distributor. 





YOU'LL MAKE MAXIMUM 
KITCHEN SALES WITH HOTPOINT— 


FOR 3 
BIG REASONS! 


There are good, solid reasons why the Hotpoint Package is the greatest 


profit-maker in the booming kitchen modernization business. 


With Hotpoint’s variety of models and prices, you have the right 
appliances for every job—from the most luxurious to the most 
modest. You can satisfy every customer in every price bracket with 


top values in quality, features, and styling. 


Hotpoint’s nationwide reputation for product superiority puts un- 
equalled sales appeal into your kitchens. When you offer people 


Hotpoint appliances, they know you’re giving them the very best. 


As a franchised Hotpoint Dealer, you can offer eligible customers a 
financing program to cover kitchen modernization work — and it’s 


non-recourse to you. 


With Hotpoint, you can give every customer the appliances 
she wants—appliances that are renowned for quality—and 
a financing plan that closes the sale. Contact your Hotpoint 


Distributor for details today. 


Phone your nearest 
Hotpoint Distributor 


ALA. Birmingham, FA 2-4521 
Mobile, HE 2-3511 
ARIZ. Phoenix, Al 8-788) 
ARK, Little Rock, FR 5-1231 
CAL. Fresno, AD 7-217) 
Los Angeles, Mi 9201 
Ookland, Gi 1-545! 
Sacramento, Gi 2-8976 
San Francisco, MA 1-5131 
COLO. Denver, AM 6-0671 
CONN, Hortford, JA 5-0815 
DEL. Wilmington, Ol 6-776! 
D. C. Washington, HU 3-6820 
PLA. Jacksonville, EL 5-2616 
Miami, NE 4-6194 
Orlando, OR 5-2043 
Tolichassee, TA 3-0874 
Tampo, 61-1671 
W. Palm Beachg@E 3-6844 
GA. Albany, HE 2-158! 
Atlanta, PL 5-5787 
Augusto, AU 3-7778 
Macon, 6-3067 
Savannah, AD 6-062! 
IDAHO Boise, BO 2-2594 
WL. Chicago, MA 6-1002 
Rockford, RO 8-5716 
IND. Evansville, HA 4-758) 
indianapolis, ME 4-8443 
South Bend, AT 9-3411 
IOWA Dovenport, DA 6-3551 
Des Moines, AT 8-2193 
KANS. Kansas City, MA 1-4338 
KY. Louisville, P. O. Box 95 
LA. Baton Rouge, Di 3-3427 
New Orleans, CA 6263 
Shreveport, 5-3271 
ME. Portiand, SP 5-238! 
MD. Baltimore, SA 7-0516 
MASS. Boston, Al 4-2050 
MICH. Detroit, VE 8-835! 
Grand Rapids, Gl 9-4452 
MINN. Duluth, RA 2-6685 
Minneapolis, FE 6-1621 
MISS. Jackson, JA 4-2585 
MO. St. Lovis, OL 2-2100 
NEBR. Omoha, JA 6073 
N. J. Newark, TA 4-110) 
N. MEX. Albuquerque, Al 2-0179 
N. Y. Albony, Al 4-1201 
Buffalo, SU 7150 
New York, Al 5-6363 
Syracuse, HO 3-0291 
N. C. Asheville, AS 3-6650 
Charlotte, ED 3-0566 
Greensboro, 3-759} 
Greenville, 7244 
Raleigh, TE 4-4372 
OHIO Akron, JE 5-4143 
Cincinnati, RE 1-7185 
Cleveland, HE 2-2500 
Columbus, AX 1-3148 
Doyton, HE 5482 
Portsmouth, P. O. Box 394 
Youngstown, RI 4-0124 
OKLA. Oklahoma City, MU 5-5585 
Tulsa, Gi 7-3308 
OREG. Eugene, Di 3-2521 
Portland, CA 6-3776 
PA. Allentown, HE 4-9341 
Erie, 212175 
Harrisburg, CE 8-7303 
Philadelphia, GA 6-8&00 
Pittsburgh, FA 2-8818 
West Reading, FR 6-158! 
$. C. Columbic, CO 6-0544 
S$. DAK. Sioux Falls, Si 4-5621 
TENN. Chattanooga, AM 6-4795 
Knoxville, KN 3-4789 
Memphis, JA 5-8482 
Nashville, CY 7-7536 
TEXAS Abilene, AB 2-286! 
Amarillo, DR 2-6778 
Beaumont, TE 2-8484 
Corpus Christi, TU 4-6374 
Dallas, Ri 2-6451 
El Paso, KE 2-3449 
Fort Worth, ED 5-4525 
Houston, CA 8-4571 
San Antonio, CA 7-9246 
UTAH Salt Loke City, SA 9-8771 
VA. Norfolk, MA 2-7189 
Richmond, EL 8-4948 
Roanoke, RO 4-2260 
WASH. Seattle, EV 302! 
Spokane, KE 5-1731 
W. VA. Bluefield, DA 5-6131 
Wheeling, CE 2-8400 
WIS. Milwaukee, BR 6-3822 
HAWAII Honolulu, P. O. Box 459 


LOOK FOR THAT DIFFERENCE! ( Your Cublomens do!) 


HOTPOINT CO. (A Division of General Electric Company), CHICAGO 44, ILLINOIS 


ELECTRIC RANGES * REFRIGERATORS * AUTOMATIC WASHERS * CLOTHES DRYERS * COMBINATION WASHER-DRYERS 
CUSTOMLINE * DISHWASHERS ° DISPOSALLS* * WATER HEATERS * FOOD FREEZERS ° AIR CONDITIONERS * TELEVISION 





= MR DEALER- tell your customers 
\ to “STOP PASSING THE BUCK“... sell ‘em the 


me @ a 7S) 8 





BUCK WINDOUY" 


COMBINATION STEEL BASEMENT WINDOW 


with Integral Pouring Form (Built-in Buck) 
and Window Well! 


FASY TO STOCK...PRICED TO SELL! 


PENDING 


CORRUGATED WINDOW WELL (OPTIONAL) 

Specially designed to fit BUCK WINDOW 

@ Install in seconds — all = do is back off screws in 
face of window frame . .. position corrugated well . 
tighten screws. 

@ 6 standard heights — 12”, 15”, 18”, 24”, 
in both round and straight types. 


30” and 36” 


@ One man rapid installation. 


@ Stops labor waste —no steel or wood 
bucks to strip, clean and haul. 


@ Properly installed, no lintels needed. 


@ 3 standard window sizes in 3 full wall thick- 
nesses — 8”, 9” and 10”. Special wall 
thicknesses on request. 


STOCK THE COMPLETE LINE OF KEWANEE BASEMENT WINDOWS 


Master Stee! 
(Putty or Puttyless type) 


Standard Steel 
(Putty or Puttyless type) 


OTHER KEWANEE QUALITY PRODUCTS 
® Clean-out doors © Dampers @ Lintels 
® Utility Windows © Basement Coal Chutes 
@ Steel Mortar Boxes, etc. 


Remember - 


i Kewanee maintains a firm dealer relationship (Our products 
are retailed only through dealers.) 

Kewanee sales representatives are out in the field contacting 
and demonstrating our products to builders —- MORE SALES 
FOR YOU! 

i Kewanee carries on an active advertising and promotion program 
designed to bring more customers to you. 


7 Leon 
atoacewe 


[_] FREE LITERATURE 
[_] A SALES REPRESENTATIVE 


NAME 














358 Lynch Ave. 


Circle No. 1 on Coupon, page 94 


Aluminum 
(Putty or Puttyless type) 


t 
Packaged Putty Glazed Stee! Window Buck 








KEWANEE 
STEEL DOOR « 
FRAMES 


Satisfy your ‘cost con- 
scious’ customers 
with KEWANEE STEEL 
DOOR FRAMES ... 
3 TYPES 


@ PLASTERITE For 
plaster walls - 
mortised and ~ 
punched .. . Rap- 
id installation 
WAL-TITE For %” 
or %” Dry Wall 
Use before dry 
wall is applied 
Rapid installation 
KWIK-FIT . 
after dry wall is 
opplied. 3 minute 
installation. 


KEWANEE 
; ALUMINUM 
SLIDING WINDOW and 
STEEL CASING 





. . . Pre-assembled. Pops 
right into opening .. . 
big labor savings. Self- 
locking hardware. WIDE 
RANGE OF SIZES! 


Use 














FIND OUT ABOUT THE NEW “BUCK WINDOW” AND 
OTHER KEWANEE PRODUCTS TODAY... WRITE TO 


ewanee —Mrgdatiiny (A 


Kewanee, Illinois 
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WHEN YOU BUY 


8 
=. 


6 QUARTS AND 6 PINTS 
Quarts retail at $1.95—Pints at $1.23 


6 HALF PINTS 
PLUS SALES AIDS 
Half Pints retail at 82c 


SAVE DURING THIS PAINT REMOVER 
SPECIAL AND ELIMINATE DUPLICATION OF STOCKS 


rea 


Saves Shelf Space . . . Reduces Inventory——Heavy-Bodied eile tae "i Me Sg 


KLEAN-STRIP is the only paint remover you need to stock, b 4 2 
because it can be used for both wash-off and scrape-off paint 4 SPECIAL OFFER ON ft 
removal. It is non-inflammable and needs no neutralizing . . . 
gives greater coverage and works faster and easier than any F REGULAR KLEAN-STRIP, TOO! 
other heavy-bodied remover made. 

Best of all, Heavy-Bodied KLEAN-STRIP is the only fully ©, Regular Klean-Strip has all the ad- 
flush-type remover at a regular price. And now, with this special PA vantages of Heavy-Bodied Klean-Strip 
FREE offer, you can stock up at a savings and make even more F 
profit on every bottle sold. Order today. Ask for the Heavy- 
Bodied KLEAN-STRIP “Little Dixie Package.” 


except that it’s not water-washable. 

During this limited-time offer you get 

© six half pints free when you buy 6 

YOUR COST $4470 RETAILS FOR $2400 & pints and 6 quarts at regular price in 
©» the “Little Dixie Package.” 


Order Heavy-Bodied or Regular Klean-Strip in the | your cost $4Q80 
Little Dixie Package” from your jobber today RETAILs FoR $QQ38 


THE KLEAN-STRIP CO., INC. 
2340 S. Lauderdale, Memphis 6, Tenn. 


KLEAN-STRIP—Greatesf name in removers 








LATE AND 
IMPORTANT 


Newscast 


BUSINESS UPTURN DEPENDS ON CONSTRUCTION, AUTOMOBILES. 


Iwo major industries, building and autos, are now being regarded by Wash- 
ington as basic to early arrival of an improved business. If they do better, 
the rest won't be far behind. Aside from easier credit, there's not a great 
deal that can be done for Detroit. Building is something else again. 

Construction is showing real signs of life. For example, January starts hit 
69,000, a good 6,000 over the same month in 1957. The annual rate is now 
1,030,000 homes. This is the sixth straight month for a gradual improvement on 
new home building. The increases are still modest but many feel an improved 
tone is setting in. 











PRESIDENT REPEATS PLEA FOR NEW HOUSING LEGISLATION. 


New and revamped post offices to the tune of $2 billion got the headlines 
when President Eisenhower reported to the nation on the economic picture. The 
message also included, however, a strong plea for new government steps to in- 
crease home building. 

Both FHA and GI programs would be stimulated by the President's program. 
FHA would be permitted to speed up loan processing and the interest rate would 
be somewhat modified. Under GI loans, there would be no limitations on the 
interest rate. 

Wiser heads are already pointing out that the post office program would take 
years to complete. Also, that only home building can move fast enough for 
almost an immediate favorable reaction on the economy as a whole. 























BUILDING TRADES ANTI-FEATHER BEDDING CODE. 


Reduced costs for building a home was the goal of AFL-CIO's 19 union Build- 
ing and Construction Trades Department last week at Miami, when they adopted a 
revolutionary new anti-feather bedding code. The code must still be written 
into local contracts but a start has been made, which is basic for wide use of 
components, trusses and all labor-saving ideas. 

The code would end daily quotas, reStrictions on the use of newer tools and 
equipment, slowdowns, which lead to forced overtime. AlsSo covered are new rules 
on Stand-by crews, the widespread practice of starting late and stopping early, 
union control over naming foremen and less specialization on the job. 

















HARDWOOD PLYWOOD INDUSTRY GIRDS FOR BATTLE. 


With the domestic industry's share of the U.S. hardwood plywood market down 
from 93% in 1951 to 48% in 1957, the Hardwood Plywood Institute is urging much 
higher tariffs. Most of the competition is from Japan. Because lobbying has 
become so important, it is understood HPI headquarters will be moved from 
Chicago to Washington. 

Climate is hardly favorable for HPI's campaign. The administration recently 
called for a five-year extension on the Trade Agreements Act and increased 
executive authority to cut tariffs. 














SPOT MERCHANDISING NEWS ACROSS THE COUNTRY. 


United States Gypsum is showing dealers their new Farm and Home Improvement 
Centers with flip-over selector cards on 36 home designs. Minnesota Mining 
has a lead tape which goes right over the glass to create diamond and other 
small pane window effects—all part of the "Cinderella Look" for windows noted 
at the recent NAHB convention. Cedartown, Ga. is the first test for a theory 
that it's cheaper to build individual homes for government public housing. Cost 
so far looks good—about $9,059 per unit, exclusive of land. 

Coffee breaks on the average lose management two weeks pay yearly for doing 
nothing according to Industrial Relations News. This unreasonable amount could 
become a factor for business survival with some companies. U.S. Plywood has a 
new 20-page folder on family rooms, mostly printed in full-color. 
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Interest is High in Unitized Lumber Loads; 


at’s Happening 


MARCH 3, 1958 


But Progress Still Dragging, Say Wholesalers 


¢ While many large lumberyards report excellent success with 
unitized lumber shipments, the program needs support of lum- 
ber wholesalers who sell to medium-sized and smaller retailers. 


¢ These wholesalers differ widely on unit-load program so far, 
mainly approving unitized shipments for studs and flooring 
but reporting drawbacks to unitized dimension for home con- 


struction. 


* Mills say costs are too high for loading in units, according 
to wholesalers. They also cite lack of fork lifts in small lum- 


beryards. 


Unitized shipments of lumber and 
lumber products to the nation’s retail- 
ers through lumber wholesalers is 
making headway, especially on ship- 
ment of studs and plywood. But there 
is a general resistance to shipments 
of dimension for house construction 
and hardwoods. 

This is the consensus of wholesalers 
who are cooperating on the NLMA- 
NRLDA unit-load shipment test pro- 
gram started last year and still in 
progress. 

W. R. Comfort of the Geo. W. Com- 
fort Lumber Co., wholesalers in Cleve- 
land, Ohio, said: “We have shipped 1” 
ponderosa pine boards and white fir 
2”x4” and 2”x6” S4S. These have been 
packaged in units of 2,000 feet and 
have proved very satisfactory. We are 
at the present time undertaking a car 
of 1”x10” ponderosa pine loaded in 
units of 1,500 feet, which our customer 
feels will better suit his purpose, Our 
reports have been that it not only ex- 
pedites unloading of cars, but it also 
reduces the margin of error from a 
retail standpoint.” 

In Menasha, Wis., Glenn Coy of 
Wholesale Lumber & Supply Co., said: 
“We have been receiving unit loaded 
boxcars of boards and shiplap for 
about a year. We like this type of 
loading very much as it enables us to 
unload cars of 36,000 to 40,000 feet 
in about 2% hours, including placing 
of materials in storage. We then resell 
this stock to dealers in the same bun- 
dles by offering them a price conces- 
sion on full bundle quantities. Cars 


using the interlaced bundle system 
have been received in very good con- 
dition.” 

Studs, flooring only. J. P. Boyd of 
J. Philip Boyd & Co., wholesalers in 
Chicago, said that so far about 90% 
of unitized shipments by his company 
has been confined to studs and hard- 
wood flooring. “There have been a few 
ears of regular long-length lumber but 
these have been few and far between 
due to the very few people who are 
equipped to handle the unloading of 
boxcars in this fashion. We have tried 
a few open-car shipments with vary- 
ing results. This seems to be governed 
entirely by the care taken in loading 
at the mill and by the railroads.” 

John D. Freed, wholesaler in Fort 
Wayne, Ind., said that unitized ship- 
ments of studs are in good supply for 
his company from mills, with no prob- 
lem if shipped in double-door boxcars. 





27,000 B.F. Unloaded 
In 18 Minutes 


One of Florida’s first shipments of 
packaged lumber delivered in cars with 
20’ wide doors was made recently to 
Pinellas Lumber Co., St. Petersburg. 
The entire car was unloaded by fork 
lift in 18 minutes, a job which ordi- 
narily takes two men all day. 

The shipment, which arrived via 
Seaboard, brought 27,000 b.f. of yel- 
low pine from Georgia. 


Industrial-type boards and dimension 
on flat-cars has been successfully re- 
ceived and shipped by Freed, where 
the dimension does not have to be 
clean upon receipt. Freed has shipped 
boards unitized and wrapped with 
regular success to retailers. Unitized 
to dimension for boxcar shipment is 
difficult to place with mills, Freed said. 
“Sometimes the mill’s charge for unit- 
izing is too great to make it economi- 
cally for the retailer to justify the 
cost,” he said. 


Dimension problem. E. L. Berg of 
Hansen Wholesale Lumber Corp. in 
Detroit said that the big problem is to 
get, at a reasonable cost, #2 & Bet- 
ter fir dimension loaded length and 
width separate so that a lift truck can 
take it off a flat and put it into stor- 
age in one handling as clean as when 
it was loaded on the West Coast. 

“We have tried covering the top 
with shims, covering it with heavy 
paper, and every other idea—but the 
cinders and dirt get in and it is then 
useless for house construction,” said 
Berg. “Our continuous needs of stock 
purchased are 2”x4” to 2”x12”, 3”x6” 
to 3”x12”, 4”x4” to 4”x12”—S4S in 
lengths 8’ to 30’. Boxcars will not do 
the trick as they are presently manu- 
factured.” 

Robert J. Stalker, wholesaler in 
South Braintree, Mass., agrees with 
Berg. “We have had splendid results 
from palletizing of flooring, cedar sid- 
ing, etc., but we are not absolutely sold 
on unitized dimension, even in the 
new-type freight cars. Different 
lengths are palletized separately and 
our experience has been that custom- 
ers would rather have random lengths 
in any size of a pallet.” Stalker has 
particular enthusiasm for the nestling 
and palletizing of oak flooring. 


Hardwoods. “The main difficulty we 
have experienced is in obtaining co- 
operation on the part of hardwood 
lumber producers to afford steel- 
strapped package loading,” said LeRoy 
Stanton Jr. of E. J. Stanton & Son, 
Los Angeles. 

“Many such producers are not 
equipped with fork lift equipment,” 
he said. 


March 3, 1958, AMERICAN LUMBERMAN AND 





B&D #73 ‘un SAW 
NOW only $84.50 


Tough, with cooler-running B&D- 
built motor 25% more powerful 
than previous models. The #73 has 
the outstanding features of all 
B&D Saws, such as king-size ad- 
justments for faster, surer sawing. 
And now at a new low price! 


B&D #83 "tn SAW 
NOW only $96.50 


Completely heavy-duty with 
stronger shoe, housing; B&D-built 
motor assures users dependable 
peak performance. Picture window 
view and double guide lines insure 
line-of-cut accuracy. And now ata 
new low price! 


B&D #63 “tin SAW 
$69.50 


Big, popular favorite among home- 
owners and professionals! Easily 
cuts 2x 4’s at 45°! Light weight 
and perfect balance makes the #63 
easy to handle in any position. And 
years of reliable service will keep 
your customers sold on B&D Saws! 


NEW CHAIN SAW 
ATTACHMENT 


Ins 


> 





REMEMBER: Black & Decker Saws proved too tough to beat in an in- 
dependent research laboratory’s 7-Day Saw Torture Test! Proof like this can 
make B&D Saws too tough to beat . . . in performance—in value—in sales. 
Ask your B&D Wholesaler about new things in products—in promotions—in merchandising...at 
a“ 
| Leok Under || 
“TOOLS-ELECTRIC” | 
lin Yellow Poges) 


ame) 


Towson 4, Md. World's Largest Maker of Electric Tools 
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B&D Chain Saw Attachment 
Cuts trees, timber, beams, 
heavy planking,stacked lum- 
ber. Cuts in any position — 
overhead, notching, etc. Heavy- 
weight performance, maximum 
versatility . . . safe, fast. Fits 
B&D #73 and #83 Saws. 


SELL THE BLACK & DECKER 
CHAIN SAW ATTACHMENT: 


BY ITSELF 
(for +73 or #83 Saw) 


$49.50 








@ Cast aluminum; teeth grip 
wood while cutting. 
@ Handles trees up to 18” dia. 


IN COMBINATION | 
with B&D #73 Saw 


$129.00 


e You save $5 on this two-in- 
one saw Offer. 

e Converts from saw to chain 
saw in only 10 min. 


Circle No. 2 on Coupon, page 94. 





FREE! KAISER ALUMINUM 


SALES“MAKING 
ROOFING 
DISPLAY RACK 


KAISER ALUMINUM ROOFING DEALER, RUSS STEVENS (left) OF A. F STEVENS LUMBER CO., SAYS: 


“This sturdy metal counter display is a real eye-catcher. 
It acts as a silent salesman, or as an effective aid to our 
roofing sales talk and places actual roofing samples, 
complete building plans catalog and informative give- 
away booklets right at our customers’ finger tips. 


“The rack provides storage space for 19 sets of Plans plus 
a set of Farm Guides. These easy-to-use plans feature low 
cost pole type construction for a wide range of farm and 
utility buildings. Each plan contains a complete descrip- 
tion, bill of materials and fully detailed working drawings.” 


OF THESE SALES AIDS 


a 





KAISER 


Aluminum 


BUD RED AIRMRIEMO)D)EIIE 
- 


SAMPLES 
eS 


CONSUMER FOLDERS, 

“FARM BETTER WITH 
ALUMINUM 
BUILDINGS” 


ae 


yim 


—— “ne ong ___' Pole Type Builuing 





SINGH AN ESIOTING = 


BUILDING AND 


/ PLANS CATALOG 


LO -Vi 7 -, 


Aluminum 


STOCKED WITH LITERATURE 


ASSEMBLED, READY TO USE 





"HIGH X 14” WIDE X 16” DEEP 


KAISER ALUMINUM BACKS UP ITS PRODUCTS... BACKS UP ITS DEALERS! 


Stock Kaiser Aluminum Roofing and you're certain of : 
two things: absolute assured quality and wholehearted f 
sales support. Next time your Kaiser Aluminum rep- KAISER 
resentative calls, ask him for full details. Or write to: | 
Kaiser Aluminum & Chemical Sales, Inc., Merchant 
Products Dept., Palmolive Bldg., Chicago 11, Illinois. 


ALUMINUM 


THE BRIGHT STAR OF METALS 


See “MAVERICK” ¢ Sunday evenings, ABC-TV Network. Consult your local TV listing. 
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What's Happening 


e 


Most Dealers Report Sales Decline in °57; List 
Plans to Improve Profit Picture This Year 





¢ American Lumberman’s coast-to-coast survey reveals inten- 
sive program for home improvement selling this year; more 


dealers fabricating components. 


Home improvement sales is the key 
to higher net profits in 1958. That is 
what scores of dealers across the coun- 
try told American Lumberman in a 
coast-to-coast survey just completed. 
More dealers reported plans for in- 
tensified home improvement selling 
than anything else. 

In addition, dealers plan other pro- 
grams to improve their profit picture: 

e More package selling 

e Smarter buying 

e Improved services 

e Fabricate components 

e Cut overhead 

Gross sales declined for 68% of the 
dealers last year; the average drop 
was 14%. Net profits were up an 
average of 18% for 25% of the report- 
ing dealers. Some reasons why busi- 
ness was up for these dealers is indi- 
cated elsewhere in this story. 

Why business down. Competitive 
cash-and-carry operations were 
blamed by a number of midwest deal- 
ers for their drop in business. Fewer 
housing starts was the principal rea- 
son given by most dealers. Other rea- 
sons included: tight mortgage money; 
unsettled labor and farm markets; 
industrial slowdown; poor crops. 

Specific plans. Here are actual com- 
ments from surveyed dealers indicat- 
ing programs going into action this 
spring: 

More home improvement sales, 
especially kitchens. 

Larger displays rooms; better, 
faster service. 

Improved services. 

Fabricating components. 

More home improvement sell- 
ing; fabricating components. 
Increased advertising; more 
home improvement selling. 
Intensive consumer promotion. 
Improve long-term financing in 
our area. 

Home improvement sales; con- 
sumer promotion. 

Reduce overhead. 

Will cut expenses. 

Home improvement selling; 
fabricating components; inten- 
sive consumer promotion. 
Intensive consumer selling; 
more home improvement sales. 
More home improvement sales. 
Package selling and promoting 
home repairs. 


Smarter buying; more sales at 
proper gross margin. 
Attempt to further 
gross margin. 

More home improvements. 
More consumer promotion. 
Lu-Re-Co promotion. 

More home improvement sell- 
ing. 

Fabricating components; inten- 
sive consumer promotion; more 
home improvement sales. 

More home improvement jobs. 
Will cut operating expenses 
wherever possible. 

More intensive direct mail. 
Build homes ourselves. 
Analyze product lines to elimi- 
nate unprofitable items; cut ex- 
penses. 

Cut expenses, if possible. 
Package selling. 

More cash sales; more home 
improvement sales. 


increase 


Fiberglas Home Program 

Fifteen Chicago area builders who 
plan to construct an estimated 1,000 
homes in the area this year have joined 
the Comfort Conditioned Home pro- 
gram of the Owens-Corning Fiberglas 
Corp., Toledo, Ohio. These builders 
have agreed that the homes they build 
will embody the two basic require- 
ments of the program—full insulation 
and full housepower. 

The national total of builders signed 
for the program now stands at slight- 
ly over 120; the estimated number of 
houses they will build during the year 
is more than 10,000. This is more than 
half of the total 200 builders sought 
by Fiberglas as participants. 

The key to the program is a model 
home, insulated to standards proved 
by Fiberglas as producing the maxi- 
mum comfort at the minimum cost. 


NBMDA Meeting 

The National Building Materials 
Distributors Assn. will hold its annual 
spring meeting at the Bellevue- 
Stratford hotel in Philadelphia, Penna., 
April 29-May 2. 


NRLDA Seeks Changes in Tax Laws 


The NRLDA has asked Congress to 
make four changes in federal tax 
laws. Appearing before the Ways and 
Means Committee of the House of 
Representatives, John H. Else, the 
association’s national affairs counsel, 
urged that: 

(1) The federal tax lien law should 
be amended to provide that the tax 


AN UNUSUAL SIGHT at the recent North- 
western Lumbermen's Association conven- 
tion in Minneapolis was the Youngblood 
Express, a "people pod" coupled with a 
20,000-pound straddle carrier. Through 
the cooperation of Clark-Ross, the Mobil- 
cruiser was driven 700 miles from Benton 
Harbor, Mich., to the Youngblood Lumber 
Co., Minneapolis, Minn., sponsor of the 
free bus service for delegates and their 
families. 


lien is not valid against a mechanic’s 
or materialmen’s lien unless notice of 
the tax lien is filed. 

(2) Cooperatives should be taxed 
on the same basis as other corpora- 
tions, so that all business will compete 
on a fair and equal basis with each 
bearing its share of the cost of gov- 
ernment. 

(3) Homeowners should be permit- 
ted to deduct from their income tax 
a portion of the cost of keeping their 
homes in good repair. 

(4) Income taxes should be lowered 
equitably for both individuals and 
corporations by reappraising non-de- 
fense items in the federal budget. 
Else asserted that present high income 
rates discourage the expansion of 
business. 


Paint Promotion Aids 


The national Clean-up, Paint-up, 
Fix-up Bureau has prepared a catalog 
of new promotional material including 
posters, window streamers, movie and 
TV trailers which will help lumber- 
yards tie-in with local campaigns. 
Write the Bureau for catalog at 1500 
Rhode Island Ave., N.W., Washington 
& Bw, 
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BUILDING PRODUCTS MERCHANDISER 








Caw: Drill- fy 


eae CH 


ith SN is the ability that superior 
SKIL tools give you to “‘do-it- t-yourself” with 


better results and have more fun doing it 


i SKIL 4" oe: \ 
More power f for more net th Smash be og 
SKIL JIGSAW Model 514 eae aa 
YOUR STORE 


oe versatile workshop tool made 





FOR A FREE DEMONSTRATION 


Made only by SKIL 
rit HAND SANDER anc FILE 


AND SANDER 
kshop use 


ASK 
New, 
PERMA- -G 


lasts a lif 


SKILSAW 62" M Model 536 
Make fest cuts in bpersg wood 


er 


FREE + DEMONSTRATION OF SKIL PRODU 





CTS AT THE FOLLOWING 


THE NAME AND hes 
OF YOUR STORE 
WILL APPEAR IN THIS SPACE 








Each ad sells 
exclusive SKILMANSHIP* 
benefits to customers 
In your market 











this spring to move 
of SKIL POWER TOOLS! 


What's the amazing new How does a SKIL drill o What's the “big plus 
SKIL Belt Sander featyre? Bi outperform other brands? & in the NEW SKIL Jigsaw? 


SATURDAY EVENING POST 


ads every week! 


Now, a major advertising campaign by SKIL— :, MED si power on nel 

the only power tool manufacturer to sell your apes ibaa 5 aE toughest jobs. 

customers every week. The POST reaches over 

17,000,000 readers each issue —17 million poten- 

tial customers for SKIL power tools. 

skit TOOLS DO MORE SKIL TOOLS DO MORE SKIL TOOLS DO MORE 


Here are 4 of the February-March ads 


Look for these ads each and every week. Tie-in your 
tool sales with local advertising. 


sii i ...and—month long 


Revolutiona 


"HAND “Go : aX ACLE F PERMA-GRIT newspaper campaign 


SANDER 


Here’s the hottest item in the retail hardware business 
g —Perma-Grit. Sensational new product developed by 
+ oo ay : ; SKIL. Sandpaper that lasts a lifetime of home work- 


+ Cuts down tiling time 


+ Leste « Wtetime of workanon vee i shop use. Four amazing products that sell after every 

mein Works materia! taka amd Yorward st | demonstration. Your wholesaler has Perma-Grit in 

tn stock today. Call him or send the coupon special de- 
livery for fast action. 


PERMA-GRIT PERMA-GRIT 


SRILMANB HIF + SRILMANOM SKILMANGHIP + SRILMANSH 


Products made only by SKIL Corpo- 
ration, manufacturer of famous 
SKIL & SKILSAW Products, 5033 


see the sensational NEW SK : Elston Avenue, Chicago 30, Iilinois. 
PERMA.- GRIT . 


HAND “< 


. s SKIL Corporation, Dept. ACT-38 

5033 Elston Avenue In Canada: 3601 Dundas Street West 

Chicago 30, Illinois Toronto 9, Ontario 

0 Send me more information about sensational SKILMANSHIP Spring 
Program. 


C1) Send me name of nearest SKIL wholesaler. 





+ sands twice as 
fast as sendpaper! 


+ lasts 0 lifetime of 
workshop use 


+ prowdes Stuiman 








NAME 








ADDRESS 





SRL MANSHIF + BRILMANGRMIM © 


CITY 











No-Boycott Pact Signed in Chicago 


Carpenters now won’t forbid union members from handling 


non-union items. 


Union carpenters in the Chicago 
metropolitan area have agreed to set 
aside a policy of 40 years’ standing 
of refusing to handle millwork prod- 
ucts which don’t bear the union label. 

The new policy is the result of an 
action brought against the Chicago 
area carpenter groups by the National 
Labor Relations Board. The agree- 
ment is the first in a score of unfair 
labor practice and secondary boycott 
cases brought against the carpenters 
throughout the country. 

The Chicago area case resulted when 
union carpenters employed by a sub- 
urban Chicago area contractor refused 
to install some special-size Andersen 
windows. The windows had been 
bought from the Cicero, IIl., retail 
yard of the Edward Hines Lumber 
Co., which had ordered them from 
Associated Door & Plywood Co., An- 
dersen distributor in Chicago. Since 
the windows were specials, they were 
ordered out of the factory and shipped 
direct to the job. They bore no union 
label. 

Under the agreement, the union said 
it no longer would prohibit union car- 
penters from handling goods not made 
by members of the International. 

“We will not engage in activities 
that are in violation of the law,” said 
a union spokesman. “We agreed to 
an order which embodies existing 
law.” 

Impact of the order in other areas 
of the country is a legal problem and 
may stem from the fact that the con- 
stitution and by-laws of the carpen- 
ters’ International union require that 
local unions observe the union label 
policy now set aside in the Chicago 
case; the International union was a 
party to the Chicago area anti-sec- 
ondary boycott agreement. 


Home Starts Pick Up 


Non-farm housing starts rose to 69,- 
000 in January, compared with 62,000 
in December and 63,000 in January a 
year ago, the U.S. Labor Department’s 
Bureau of Labor Statistics reports. 
This is 6,000 units above January a 
year ago and 7,000 units above the De- 
cember figure. Private starts were 8,- 
400 higher than in December and 4,100 
units higher than January a year ago. 

An upward revision in the October 
figure of 1,700 units brings the esti- 
mate of starts for ’57 to 1,040,900 
units. This is 77,200 units less than 
in ’56 and is still only a preliminary 
estimate of the total for the year. 

Private home starts increased from 


16 


JAMES J. UPSON, president, The Upson 
Co., Lockport, N. Y., recently presented 
his president's award to Charles G. Oster- 
tag (left), who has been named Upson's 
outstanding sales manager of the year. 
Ostertag, who is assigned to the firm's 
south Atlantic City div., also received 
a check for $250. 


60,800 in December to 64,200 in Jan- 
uary and were at a seasonally ad- 
justed annual rate of 1,030,000, a little 
above the 1 million average in the 
fourth quarter of ’57. 


Outlays Climb 


Construction expenditures in Janu- 
ary totaled $3.3 billion, government 
figures showed. This was a new high 
for the month, though down 10% from 
December—about the normal! seasonal 
decline. 


Outlook Favorable for 
Plastics in Building 


New concepts of exterior wall con- 
struction, use of color and decorative 
treatments generally favor the growth 
of plastics in the building industry, 
says Attilio Forte of the architectural 
firm of Holabird, Root & Burgee. 

Forte told a panel of plastics manu- 
facturers in Chicago that the pro- 
ducers cannot afford to regard the 
construction industry’s needs as a 
profitable sideline; if they go into it, 
they must be prepared to regard build- 
ing materials as a full-time depart- 
ment of their business, he said. 

Luminous ceilings, plastic interior 
coatings and sealers and curtain walls 
are some of the changes cited by the 
architect which indicate a good market 
for plastics in building. 

Meanwhile, Dow Chemical Co. sets 
up new division -vhich may have direct 
bearing on plascics distribution in 
home building, as told in exclusive 
interview on page 22 this issue. 








LUMBER PRICES 
Third Price Drop 


Sanded Douglas fir plywood 
prices have dropped again at North- 
west plywood mills. Several large 
producers now are selling the key 
grade at $66 a thousand feet—off 
from $68 just before the latest cut 
and down from $72 a month ago. 
This is the third price drop on sand- 
ed grades in four weeks. So far in 
1958, plywood orders have run 10% 
ahead of the year-earlier pace. But 
they’re trailing production by 10%, 
and the industry is producing only 
at 84% of capacity, according to 
the Douglas Fir Plywood Assn. 


From the Markets 

SAN FRANCISCO—Prices have 
remained firm on utility grade 
Douglas fir dimension, both green 
and kiln-dried and standard and 
better green dimension appears to 
be going up a bit in price. Activity 
is still slow in plywood, despite ac- 
tion by several more mills dropping 
list prices to $70 or less for the 4” 
AD grade. Prices are stable on all 
other grades and species. 


TACOMA—A further drop in the 
price of plywood, suspension of the 
proposed intrastate freight rate in- 
creases which six railroads had 
planned to make effective Feb. 1 
and settlement of prolonged labor 
disbutes here and in Raymond are 
big items on the lumber scene. The 
plywood cut to $66 a thousand for 
the key %” AD grade was the sec- 
ond in a fortnight. Industry sources 
said it was due to overcapacity plus 
pressure from foreign-imported 
plywood, chiefly Japanese. 


KANSAS CITY—Mills have been 
sending out price lists that show no 
change from recent levels, but in 
some instances drastic price reduc- 
tions have occurred where mills 
have surplus stocks. Retailers have 
been able to pick up 1 x 6 boards 
at $72 a thousand board feet dur- 
ing January, which is about $8 a 
thousand less than a month before. 
The 1 x 8 boards also are easier in 
price. 

On dimension stock, however, no 
concessions are available and there 
is a shortage of 2 x 4s, which are 
bringing $82 for 10’ to 12’ lengths 
and $87 for 14’ to 16’. Another 
strong item is gum, which is up a 
little in price in recent days. No. 2 
rough, which brought $48 to $50 in 
the market for several weeks, is 
commanding $51. No. 1 gum sold 
around $100. Finish lumber still is 
going begging and the retailer can 
almost name his price for c & btr 
grades. 
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SQUARE FEET OF FLOOR SPACE 
PUTS YOU IN THE PROFITABLE 
VINYL TILE BUSINESS 


° ® 


... WITH THIS NEW €°0@72@2E -sZ002 = MERCHANDISER ! 


Specially designed for the store with 
limited display space, this merchan- 
diser can put you in the profitable 
vinyl tile business, with America’s top- 


value resilient flooring . . . Vina-Lux! 


Here’s a versatile display that shows 
off ten full-size, 9” x 9”, Vina-Lux ter- 
razzo tones and cork hues, merchan- 
DARK CORK 
dises up to eighty cartons of 1/16”, 
9” x 9” tile, as well as “do-it-yourself” 
adhesives and installation kits. All are 


fast-moving items! Here’s why: 


Vina-Lux is presold for you — with 
intensive consumer advertising in 
Better Homes and Gardens, Saturday 
Evening Post, Living, Sunset, Home 
Modernizing, House and Garden 
Book of Building, House Beautiful 
Building Manual, and others — with 
hard-selling window streamers and 
in-store display materials — with 
a complete range of dealer advertis- 


ing and merchandising aids. 


See how easy it is to get this display for your store. Find out 
how just 8 square feet on your floor can help open the door to 
bigger profits in’58. Consult your Azrock Wholesale Distributor 
today or mail the coupon now! 


AZROCK FLOOR PRODUCTS DIVISION 
592D Frost Bank Bidg. San Antonio, Texas 


Please send me the name of the Azrock Wholesale 
Distributor nearest me. 


AZROCK FLOOR PRODUCTS DIVISION NAME_ 


FLOORING FIRM____ 
pRooucTs 


UVALDE ROCK ASPHALT CO. 592D FROST BANK BLDG. SAN ANTONIO, TEXAS ADDRESS. 


City. 


BUILDING PRODUCTS MERCHANDISER Circle No. 55 on Coupon, page 94. 









































Quickest way to convert prospects into satisfied buyers 
is to show them more value for their money. It’s easy when 
you feature nationally-known, quality products like ALWINTITE aluminum 
windows and ALWINTITE sliding glass doors. Well designed 
and precision-made, they offer many PLUS VALUES 
that give your houses more sell, save you time and trouble 
and eliminate costly service call-backs. For instance, 
ALWINTITE sliding windows feature flash welded corner joints 
for extra strength, clean attractive finish and permanent 
weathertightness. For the complete story 
see your local ALWINTITE distributor, or write us direct. 


ALWINTITE 


by GENERAL BRONZE 


GAROEN CITY. N.Y. 


ORESS: 
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ALUMINUM WINDOWS *¢ SLIDING DOORS 


stn i, 
“i 


< 
* 
i”, 


Circle No. § on Coupon, page 94, March 3, 1958, AMERICAN LUMBERMAN AND 











are 
you 


being 
“COLOR 
SMOTHERED” ? 








From sky-blue pink to rain-barrel red, an avalanche of industry and an expert in building products color styling, 
roofing celors is smothering the building industry .. . to create an entirely new line of roofing colors based upon 
DISTRIBUTOR, DEALER, CONTRACTOR, AND customer preference and style trends. Her findings prove 
BUILDER ALIKE! that the 10 new “Color-Tuned”’ colors by Certain-teed 

F rae , will completely satisfy the needs of all your customers. 
The resulting big inventories, slow turn-over, and costly : 


left-overs have cut seriously into profits, and tied up 


working capital. Beat the big inventory problem, step up turnover, eliminate 


costly left-overs! Stock the Certain-teed “‘Color-Tuned” 
’ ; 9 q an? ‘ 9 ° ~ 
What’s the solution? ... Certain-teed’s all-new line, and you'll cut costs and show bigger profits. 
vy 7" 66 a ” . . . 
C-T “‘Color-Tuned’’ roofing line of just /0 colors! 


Certain-teed has retained the services of Beatrice West, one For all the news on this BIG news in roofing, call, wire 
of America’s foremost color authorities in the building or mail this coupon immediately. 


alo uned 


ROOFING SHINGLES 


Ne 


Color Service Division, Dept. AL 
@ Bestwall Certain-teed Sales Corp. 
120 E. Lancaster Ave. 


Ardmore, Penna. 





REG. U.S, PAT. OFF, 
| want more information on the NEW “‘Color-Tuned”’ roofing 


line and Certain-teed's new ‘‘Color-Tuned’’ Home 


Products of Certain-teed Products Corporation 
Harmonizer. 


SOLD THROUGH 


BESTWALL CERTAIN-TEED SALES CORPORATION Name +++ Title 
120 East Lancaster Avenue, Ardmore, Pa. Company . 
EXPORT DEPARTMENT: 100 East 42nd St., New York 17, N.Y. Street 
ASPHALT ROOFING « SHINGLES ¢ SIDING « ASBESTOS CEMENT « SHINGLES AND SIDING 
FIBERGLAS BUILDING INSULATION e ROOF INSULATION e SIDING CUSHION 
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Pick Finalists for Brand Name Awards 


Twenty-eight dealers seek retailer-of-the-year title. 


Among the 568 merchants selected 
to compete for the nation’s top honors 
in retailing in the annual Brand Name 
Retailer-of-the-Year Competition are 
28 dealers who are competing for the 
top award in the building materials 
category. With the announcement of 
the finalists by Brand Names Founda- 
tion, Inc., the sponsoring organization, 
this 10th annual competition among 
dealers for outstanding promotion of 
branded wares during 1957 has swung 
into its final phase. 

Each finalist has been invited to 
submit a detailed and _ illustrated 
presentation that best represents his 
1957 advertising, sales training and 
other brand promotional activities. 
The presentations will be reviewed in 
New York, Mar. 5-6-7, and the win- 
ners selected at that time by a judg- 
ing committee made up of 24 leading 
executives of the stores that won top 
honors in the 1956 competition. 

Awards will be presented April 16 
in New York at a dinner honoring 
the winners. Up to five major awards 
will be made in 24 of the 25 classifi- 
cations. The Brand Name Retailer-of- 
the-Year winner will be awarded a 
plaque and Certificates of Distinction 
will be given the runners-up. 

Other finalists in the building ma- 
terials dealer category are: O’Malley 
Lbr. Co., Tucson, Ariz.; Motroni- 
Heard Lbr. Co., Woodland, Calif.; 
Miles D. Bradfield Lbr. Co., Boulder, 
Colo.; Mathieu Lbr. & Supply Co., 
Blue Island, Ill.; Barker-Lubin Co., 
Springfield, Ill.; Kirby-Wood Lbr. 
Co., Muncie, Ind.; Richmond Lbr. Co., 
Richmond, Ind.; N. T. Fox Co., Port- 
land, Me. 

Also Building Center Stores, Glouces- 
ter, Mass.; John Hinckley & Son Co.; 
Hubinger Lbr. Co., Frankenmuth, 
Mich.; Bluff City Lbr. Co., Stillwater, 
Minn.; Central Hardware Co., St. 
Louis, Mo.; Monarch Lbr. Co., Butte, 
Mont.; Fords Coal & Lbr. Co., Fords, 
N. J.; Tappan Lbr. Co., Baldwinsville, 
N. Y.; Cayuga Lbr. Co., Ithaca, N. Y.; 
West Durham Lbr. Co., Durham, 
N. C.; DeVille Lbr. Co., Canton, Ohio. 

Also Kelsey & Freeman Lbr. Co., 
Toledo, Ohio; J. C. Snavely & Sons, 
Landisville, Penna.; Lundy Lbr. Co.. 
Williamsport, Penna.; Plumb-Mitchell 
Lbr. Co., Houston, Tex.; AAA Lbr. 
Co., Waco, Tex.; Charlottesville Lbr. 
Co., Charlottesville, Va., and Morgan 
Builders Supply Co., Walla Walla, 
Wash. 


@ Simplex Forms System, Inc., Rock- 
ford, lll., manufacturer of concrete 
forms, announces the appointment of 
Frank J. Gorzynski as its sales promo- 
tion manager. 


20 


News Makers 


@ Odis E. Brookhart, executive vice- 
president, The Mayfair Lumber & 
Supply Co., was elected president, 
Toledo Area Retail Lumber Dealers, 
Inc., at the recent annual meeting of 
the association. The organization is 
composed of 18 leading Toledo area 
retail firms. 


eE. E. Dierking 
has been named 
general line sales 
manager for the 
Celotex Corp., 
Chicago. In mak- 
ing the announce- 
ment, Marvin 
Greenwood, vice- 
president and di- 
rector of mer- 
chandising, said: 
“The move is de- 
signed to keep our 


Dierking 


chandising assist- 
ance to our cus- 
tomers served 


sales organization 
in pace with our 
increased plant 
capacity. We are 
stepping up mer- 


through our 16 
district sales of- 
fices over which 
Dierking takes 
charge.” 


e New appointments by Kaiser Alu- 
minum & Chemical Sales, Inc., Chi- 
cago, include Arnold C. Sanders, sales 
manager of merchant products; Fred 
B. Scobey, western regional sales man- 
ager; S. Chester Harter, central re- 
gion, and Lynn D. Crowder, who di- 
rects merchant products sales in the 
eastern region. 


e Cuckler Mfg. Co., Monticello, Iowa, 
manufacturer of Steel Span Frames 
for farm, commercial, industrial and 
institutional buildings, has appointed 
Charles D. Robertson as sales repre- 
sentative in its Kansas-Oklahoma area. 


e J. W. Embree III was elected presi- 
dent at the annual meeting of the 
Lumber Trade Association of Cook 
County, Chicago, Ill. Also elected were 
John E. Moeling, Sterling Lumber & 
Supply Co., 1st vice-president; Robert 
V. Bailey, Northbrook Lumber Co., 
2nd vice-president, and Joseph Fitz- 
gerald, Edward Hines Lumber Co., 
treasurer. 


@ Frank G. Fisher, formerly vice- 
president and general manager, 
Rheem Automotive Co., Fullerton, 
Calif., has been appointed president 
and general manager, Atkins Saw 
— Borg-Warner Corp., Indianapolis, 
nd. 


WELL-KNOWN Florida lumberman Martin 
C. Armstrong, general manager, Bond 
Howell Lumber Co., which has its execu- 
tive offices in Jacksonville, is retiring 
after more than 35 years of service with 
the firm. Here he congratulates his suc- 
cessor, Roland S. Freeman (left), while 
new manager J. W. Maugans of the Jack- 
sonville branch (center) looks on. 


OBITUARIES 


George B. McLeod, well-known West 
Coast lumberman, died Feb. 8 after 
suffering a heart attack in his San 
Francisco apartment. Until two years 
ago, Mr. McLeod had been chairman 
of the board, Hammond Lumber Co 
He was 87. 


E. C. Porter, 84, co-founder of the 
Rounds and Porter Lumber Co., died 
Jan. 21 at his home in Wichita, Kan. 


Charles Uebelhack, 54, architect and 
vice-president, National Plan Service, 
Inc., died in his home in Wilmette, II1., 
recently. 


PLANNING HOO-HOO MEETING—Ban- 
tam Ben Springer tells Joan Adams, Miss 
Hoo-Hoo for 1958, about Hoo-Hoo con- 
vention in Las Vegas for next Sept. 14-17. 
Springer is executive secretary of the 
International Concatenated Order of 
Hoo-Hoo. 
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TIE IN WITH THE GREATEST NATIONAL AD CAMPAIGN IN REGINA HISTORY! 


31 color ads in 17 magazines led by Life—making 49 million consumer impressions January to June! 


Send for FREE dealer helps today! 
Newspaper Mats « Statement Stuffers 
Radio Commercials * TV Spots 
Giveaway Booklets 


BUILDING PRODUCTS MERCHANDISER 





THE REGINA CORP., 14 Regina Avenue, Rahway, N. J. 
I am interested in the ____. Custom 400 Polisher and Scrubber 
the new 600 Electrikbroom 
Please send me 


Name and address of distributor for my territory 


REGINA dealer helps 


NAME 
ADDRESS 
ZONE STATE 


IN CANADA: Send coupon to Switson Industries, Ltd. Welland, Ont. ; 


ciry 


Circle No. 7 on Coupon, page 94. 








PLASTIC PRODUCTS for building are discussed in Midland, Mich., by Dow Chemical 


executives. L. to r., W. L. 


Nelson and R. E. Polson, plastics sales, and D. M. Guthrie 


(standing) and J. S. Ryan, Dow plastics merchandising. 


Dow Chemical Eyes Building Field 


¢ New fabricated product section of Dow may presage a plastic 


building product division. 


® New “Scorbord” perimeter insulation sales reported excel- 
lent. Other improvements of basic Styrofoam probable for 


building field. 


¢ But no plans at present for prefabricated plastic building 


panels on any mass scale by Dow. 


* Distribution of plastics building products will continue to be 
through normal building industry channels. 


A marketing framework has been 
formed by Dow Chemical Co., Mid- 
land, Mich., for “fabricated” plastic 
products, including building items, but 
the much-heralded ‘fabricated plastic 
house” is not incorporated in present 
planning of this major plastic pro- 
ducer. 

The above is the consensus of Dow 
management as told to American 
Lumberman by the newly-appointed 
Dow fabricated products section man- 
agers, headed by W. L. Nelson. 

Currently, building products with- 
in the fabricated section at Dow in- 
clude Styrofoam insulation; Scorbord 
perimeter insulation; and Saraloy-400 
elastic flashing. “Innumerable” other 
plastic products as well as further 
adaptations of Styrofoam are in de- 
velopment for building, said Nelson. 
It is too early to tell when these will 
be marketed, but if development is 
successful it could mean an integrated 


22 


building products section of the chemi- 
cal company, he predicted. 

The building products will continue 
to be distributed through established 
channels in the building industry 
when they can be obtained, Nelson 
said. 

Primary attention in building with 
Styrofoam is on new construction 
techniques which will lower the cost 
of the completed structure, said Nel- 
son. An example is a Western church 
whose walls have a core of Styrofoam, 
with gunned concrete applied on both 
sides, giving excellent insulation, 
structural efficiency and complete 
flexibility of design such as cylinder 
walls — all for about half the erect- 
ed cost of conventional construction, 
say the Dow people. 

Another area where plastics will 
play a major role is built-up roofs. 
“Within 10 years we hope to capture a 
good share of built-up roof market 


with plastic film,” said Nelson. 

Both of the above examples involve 
localized supply and erection. The 
Dow people would not deny the poten- 
tial in preassembled plastic panels for 
light construction, but stated that all 
current stress is on methods not in- 
volving panel or wall prefabrication. 

The Dow people emphasized that 
from their viewpoint, panel fabrica- 
tion using plastics might well come 
from other factors in the building in- 
dustry, using Dow technical assist- 
ance. The history of plastic tile was 
cited in this connection; Dow and oth- 
er chemical companies continuously 
develop improved tiles but actual pro- 
duction and marketing is by some 300 
molders. Dow expects plastic tile to 
move out of the bathroom and into 
other rooms of the house as a result 
of continued research on new finishes 
at Dow. 


Distribution. The bulk of Styrofoam 
sales for the building industry today 
is for the industrial and commercial 
application, but the company is defi- 
nitely promoting their insulation 
products for light construction, in- 
cluding residential, especially as plas- 
ter base and perimeter insulation. 

Styrofoam and Scorbord are being 
sold through Dow distributors who are 
developing a network of building ma- 
terial wholesalers and dealers. A new 
dealer sales aid program is now being 
completed, said Don Guthrie, Styro- 
foam merchandising manager. 

Plastics dealer? Merchandiser Guth- 
rie commented that the multitude of 
new building products (including 
those of plastics) now in development 
stage might put such a strain on 
multi-line building dealers that there 
will be conceived a plastics specialty 
dealer for building items. There are 
now such dealers serving the indus- 
trial and commercial markets, pri- 
marily for low-temperature insula- 
tion. 

However, there is no policy at Dow 
to develop specialty dealers for plas- 
tic building items. Rather, there 
is a preference for multi-line whole- 
salers and dealers who normally con- 
trol the sale of all building products 
to the trade. 

“We of course are relative newcom- 
ers to the light construction field and 
our marketing pattern is still in its 
formative stage,” said Guthrie. “But 
if there is any conclusion at all on 
distribution of our limited building 
products to date, it is a tentative one 
that the dealer of the future might 
be less of a warehouseman and more 
of a salesman. In plastics, particular- 
ly, which must develop acceptance as 
does any new material, we need deal- 
ers who can help us educate both 
builder and consumer. This takes mer- 
chandising or selling skill more than 
warehousing or wholesaler skill.” 
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It’s unusually brilliant... 





the finish on the windowpane, that is. 
The window is made of sparkling PENNVERNON 
—the window glass with a remarkably smooth, 
even surface on both sides of the sheet. 
PENNVERNON provides clear, true vision because 
it is absolutely transparent—unmarred by defects 
and resistant to the accumulation of dust and dirt. 
It’s easy to look at, easy to look through, easy 
to clean. 
The next time you order glass for the window 
sash you make or buy, make sure it’s PENNVERNON 
Window Glass. You can identify it by the eye- 


catching label in the corner of each light—your 


assurance that you are getting window glass at 
its best. 

Pittsburgh Plate has a variety of free merchan- 
dising aids available to help spark PENNVERNON 
sales. To get these valuable aids, contact your 
nearest Pittsburgh branch or distributor. 
Pittsburgh Plate Glass Company, Room 8159, 


632 Fort Duquesne Boulevard, Pittsburgh 22, Pa. 


PENNVERNON®” 
...not just 
Window Glass 


SYMBOL OF SERVICE FOR SEVENTY-FIVE YEARS 


PITTSBURGH 


PLATE 


ce a COMPANY 


IN CANADA: CANADIAN PITTSBURGH INOUSTRIES LIMITED 
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CORD BUSINESS § 


® The Easy Way 

® The Low Inventory Way 
®@ The Low Cost Way 

® The Packaged Way 

@ The High Profit Way 





100% NYLON 
BRAIDED CORDES 
RACK P 


That's right...here is an 
easy, low cost way to get into 
the highly profitable Nylon 
Cord business. This rack is 
only 24 inches high and takes 
up less than 1 square foot of 
floor or counter space. Cord 
is one reel each of 1/8”, 
3/16”, V4” and 5/16”. Rack 
is FREE with order for 4 or 
more spools. 


Ask your jobber about it... 


CORDAGE 


John H. Graham & Co. Inc. 
105 Duane St., New York 8, N. Y. 


Circle No. 64 on Coupon. page 94. 
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Survey Reveals Lumber 
is 


s Your Best Buy 

A recent analysis of wholesale cost 
indexes compiled by the U. S. Depart- 
ment of Labor shows that, percentage- 
wise, lumber is by far the best bargain 
of the basic building materials. Over 
the last decade, the percentage rise in 
lumber costs at the wholesale level has 
been only a fraction of that of metal, 
cement, glass and clay. As of August, 
1957, the wholesale index of building 
materials in general was 31.3% higher 
than during the 1947-49 base period 
defined by the Labor Department. 

The general increase would have 
been much steeper, the government 
figures indicate, but for a rise of only 
19.6% in the case of lumber. While the 
cost of lumber to the consumer has 
gone up far less than that of other 
basic materials, the lumber industry’s 
own operating costs have soared. 

For instance, in the case of Southern 
Pine lumber whose wholesale index 
rose only 13.5% during the decade, the 
wage index increased by a whopping 
58%. 


Trend to 144% Credit 
Charge by Stores 

Small retailers are following the 
lead of giant department stores in the 
move towards 1.5 percent monthly 
service charge on revolving credit, ac- 
cording to a forum discussion at a re- 
cent National Retail Dry Goods Asso- 
ciation meeting. 

One of the retailers said that it was 
better not to mention the increase to 
customers. “We find that if we do it 
without talking about it, our custom- 
ers accept the service charge,” he said. 


Mohawk Fire 

Fire has destroyed the warehouse 
and salesroom of the Mohawk Lumber 
Co.’s east side supermart in Detroit, 
Mich., causing damages estimated at 
$750,000, says president Harry Smith. 
The loss was 80% insured. 


Record Retail Sales 

Total retail sales was nearly $200 
billion in 1957, according to the Com- 
merce department. An all-time high, 
the figure represents 5% increase over 
1956 sales. 





Correction 

In our kitchen feature in the 
February 3 issue, page 26, the Mer- 
ritt Lumber Co., Inc., model kitchen 
was given as being at their Read- 
ing, Penna. yard. Actually the 
kitchen is at Allentown, Penna. Our 
apologies to Josef J. Karner, man- 
ager of the kitchen department at 
this location. 











Iron Men Organize 


Due to the success of the second 
National Ornamental Iron Manufac- 
turers’ Convention in Memphis, Tenn., 
recently, an association of ornamental 
iron men was formed. Officers for this 
year are: president, Frank Kozik, 
Scranton, Penna.; vice-president, 
Charles Morris, Sheffield, Ala.; sec- 
retary-treasurer, Charles Graham, At- 
lanta, Ga., and _ sergeant-at-arms, 
R. W. Colver, Danville, Il. 


Nationwide Distribution 


Geigy Agricultural Chemicals, div. 
of Geigy Chemical Corp., Ardsley, 
N. Y., announces the formation of 
four sales districts to facilitate na- 
tionwide distribution of its products. 
The offices are in Ardsley, N. Y.; Kan- 
sas City, Mo.; Geneva, Ill., and Fresno, 
Calif. 


Name Change 


Asphalt and Vinyl Asbestos Tile In- 
stitute is the new name of the Asphalt 
Tile Institute. The headquarters of- 
fice address remains the same: 101 
Park Ave., New York City. 


Tax Burden Too Much 


A local tax on business inventories 
may be the straw which breaks the 
camel’s back in Baltimore, Md. Be- 
cause of the tax, P. W. Womble Lum- 
ber Co. discontinued business and the 
MacLea Lumber Co. is_ switching 
warehouses to other points. Both com- 
panies point to the local inventory tax 
as dictating their moves. 

After reeling from the inventory 
tax, Baltimore business men got a 
second blow as of the first of this 
year, as the city imposed a tax on 
local advertising—4% on the ad cost 
by the merchant plus 2% more from 
the advertising agency! 


Reduces Floor Buckling 


Buckling of hardwood floors and the 
development of cracks between strips 
are reduced as much as 50% by a new 
impregnation process just announced 
by Miller Brothers Co., Johnson City, 
Tenn. Known as Fremadized, the new 
process achieves its effect by slowing 
the treated wood’s reaction to varia- 
tions in heat and humidity, expansion 
and retraction movements being cut 
about one-half in test cases. 

All Miller Micro-Match flooring is 
now Fremadized, the cost being in- 
cluded in the regular price. Standard 
hardwood flooring can be Fremadized 
for about $16 per thousand, the com- 
pany states. Complete details of the 
new process may be obtained from the 
manufacturer. 
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Up to /2 ton 
more tractor 


helps you cut lumber 
and materials 


handling costs! 


You get up to 1/2 ton more tractor in the International® 350 

Utility than with other tractors of similar power rating. The 

result is stronger chassis, rear axle housings, and other compo- 

nents which give the 350 Utility greater strength and stamina 

for continuous operation with heavy-duty fork lift, front-end 

On" ; loader, or both together. Greater built-in weight also means 
RE ten, ; 4 ae greater traction, especially on the soft footings of unpaved yards 
i OS SS POA ~~ Ft ie or construction sites. You can handle two-ton loads, lift them 

as high as 20% feet. 


You can mechanize without the cost of paving your . ’ 
yard area when you use an International 350 Utility. The International 350 design saves in other ways, too. Fork lift 


big-diameter pneumatic tires provide ample traction and and power steering both operate from the tractor’s Hydra- 
flotation in mud, snow, sand, and soft earth. ° 
Touch system, saving cost of an extra pump. If you prefer to use 
Bigger loads with more stability! Strong chassis, bal- a reverse steering attachment and face the load for an easy 
anced weight distribution, and wide wheel tread enable you view, the 350’s regular differential is turned over, or ‘‘flopped”’, 
to handle two-ton or larger loads, even when unloading iE = . , oa J : 
ected ebnaadtiten ities providing 5 operating speeds in reverse drive. There’s no extra 
cost for additional power train parts. 


—s 


- 


See how you can mechanize for profit! .. . see your IH dealer about 
a demonstration of the International 350 Utility with fork lift. For 
catalog, write International Harvester Company, Dept. AL-3, P. O. 
Box 7333, Chicago 80, Illinois. 


SEE YOUR 
be INTERNATIONAL 


Internatione! Harvester Products pay for themselves in use—Farm Tractors and 
Equipment Twine Commercial Wheel Tractors . .. Motor Trucks . Construction 
Equipment—General Office, Chicago 1, Illinois 
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America’s smartest new ceiling tiles, 


including color- stylea Pattern designs! 


re you really out after the high-profit 
ceiling tile business? If so, you'll 
like the news from Insulite. 

First . . . new styling. Today, we are 
ready to ship two brand new designs in 
Insulite “Pattern Tileboard.”’ These are 
printed, color-styled patterns, in gold and 
beige. And you have only two patterns to 
stock, to meet all needs, and satisfy all tastes! 

Created by top-ranking stylists, they fit 
beautifully with just about any decorat- 
ing scheme. The “‘open” Pattern design 


makes a ceiling seem higher, while the 
“‘closed’’ design has a lowering effect. 

Next big news is that famous Fiberlite 
—our travertine textured acoustical tile— 
is now available with flanged tongue-and- 
groove joint. It’s America’s best acoustical 
tile buy! 

Look at the whole great Insulite line 

. these six newest items, plus many 

others. Write us today for samples, new 
sales helps, and full information—Insulite, 
Minneapolis 2, Minnesota. 


sells easy...sells fast...stays sold 


INSULITE 


Ceiling Tile 


erm Insulite Division, Minnesota and Ontario Paper Company, Minneapolis 2, Minnesota 


INSULITE UROLITE,A FIBERLITE 




















Styling sells women...and women buy the ceiling tile! So we suggest you build your stocks 

from these six newest Insulite items: (@)Durolite, with new scrubbable finish. (B) Acoustilite Regular Drilled. 

yet Tileboard, closed design. (D) Acoustilite Casual Random. @®) Pattern Tileboard, open design. 
Fiberlite Acoustical. 
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better 
prices 


when you buy 


lh, nedlline 


® MILLWORK 


rec 


from the mill 


You pay less for CRESTLINE 
MILLWORK and you make 
more on each item. Fast deliv 
ery by truck or train. How you 
buy ech the profits you 
make! Run a more profitable 
business with famous CREST- 
LINE products. CRESTLINE 
protects you against rising and 
falling prices. Get more infor- 
mation today. 
Write the SILCREST COMPANY 


Wausou, Wisconsin 


Western Ponderosa Pine * Union Label 


Removable Double-Hung £ Bitold 
Window Units Door Units 


LA) Removable Slideby 
"__ Window Units Stacking Awning 
Window Units 


Casement 


Window Units Weatherstripped Door 


Frames, Combination 
Seu- -Storing Storms & Screens (with aluminum 
frame inserts), Louvered Doors & Shutters, Com- 
bination Aluminum Doors, Panel & Sash Doors, 
and other allied products. 


Circle No. 70 on Coupon, page 94. 
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Seine Panels 


for Homes 


Arouse Dealer Interest 


More than 100 lumbermen hear building research highlights. 


Flakeglass panels have a bright fu- 
ture in residential construction, ac- 
cording to an expert speaking at the 
recent University of Illinois short 
course in Champaign. 

J. D. Lincoln, consultant to Con- 
tinental Can Co., showed samples of 
the translucent panels in which thin 
sheets of laminated flakes are sepa- 
rated by a flake glass honeycomb. Lin- 
coln recommended this material for 
“walls of light” on the south side of 
a home. Using post-and-lintel con- 
struction with these panels, a room 
would be flooded with a soft, diffused 
light. The panels are backed with ply- 
wood or metal. 

Lincoln described 11 test homes built 
13 years ago using these panels which 
are in sound condition today. 


Judging livability. Though there is an 
upward trend in house size, dimen- 
sions are an obsolete means of judg- 
ing livability, said William F. Kapple, 
research associate of the Small Homes 
Council. 

“Furniture size and placement and 
the activity space needed by the oc- 
cupants are the factors that should 
be taken into account,” he said. “Floor 
area itself is meaningless. The effect 
of door, window and closet locations 
on furniture placement and its use is 
more realistic.” Prof. Kapple based 
his opinions on observations made in 
the Small Homes Council experimental] 
house. 

Other points mentioned at the short 
course: 


e Flat-roof houses are no longer the 
most economical to build. Sheathing 
and cost of built-up roofs increase the 
costs. Most economical method is to 
use a low-slope, truss roof with glue- 
tab shingles. 


e@ Orientation of a house on its lot 
and window placement set the size of 
the heating and cooling plant. Orient 
to use solar heat in winter and cooling 
breezes in summer. With proper orien- 
tation, it’s possible to use a smaller 
heating and cooling unit. 


e Awnings and light controls out- 
side a house are more effective than 
venetian blinds or shades inside. 

Unveiled at the session was a new 
type gable end which is economical to 
construct because it eliminates the 
need for special roof trusses. The 
gable-end consists of a ladder-type 
panel which is placed over one of the 
regular roof trusses. 


HONEYCOMB PANEL SAMPLES are in- 
spected by Joe Joseph, Joseph Building 
Supplies, Inc., Melrose Park, Ill., right, at 
residential short course. Experimental 
houses, built 13 years ago, using honey- 
comb components for walls, roofs and 
floors are in use today. 


New 4-Year Lumber 
Merchandising Course 


The establishment of a new four- 
year course in lumber and building 
materials merchandising is announced 
by the School of Forestry, North Caro- 
lina State College. The new course is 
designed to assist management in ob- 
taining needed personnel specifically 
trained for the lumber of building 
products industries. Students will be 
enrolled in the new curriculum during 
the fall semester, starting in Septem- 
ber. 

North Carolina State Ccllege is the 
fifth school in the nation to inaugu- 
rate such a training program, Other 
institutions previously establishing 
courses are Michigan State Univer- 
sity, Syracuse University and the Uni- 
versities of Minnesota and Missouri. 


Armstrong Convention 


The 11th annual convention of 
wholesale distributors of Armstrong 
Building Products will be held March 
20-21 at the Armstrong Cork Co. gen- 
eral offices in Lancaster, Penna. 
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Increase your 
plumbing sales! 


I 
PLUMS .; SHOP 
: FLEXIBLE 


nan hdl a WATER SUPPLY 
Aira my MERCHANDISER 


Plumb Shop Self-Serve 
Merchandiser racks all 
the polished chrome- 
plated water supplies 
—flexible copper tubes, 
valves and fittings— 
ey eee MEETS ALL REQUIREMENTS 
supply hookups to 


: - : Any combination can be made f th let rt t 
iidiied stake, wads bown y inati m up from the complete assortmen 


; of fittings, valves, etc. to meet job and code requirements. 

and toilet. Each item in the 12” x 18” tray is clearly marked with picture, 

re size, part number and price. 
px ~ 


INSTRUCTIONS 
Flexible water tubes are mounted 


on cards that tell what supplies CUSTOMER 
to buy and how to install them. . : 


This saves long explanations and fice j SATISFACTION 

answers any on-the-job questions. 
Modern plumbing, well 
merchandised, means 
an easier, profes- 
sional-looking installa- 
tion for your customer, 
encouraging future 
handyman activity and 
more sales for you. 


THIS COUPON 
TODAY! 





Please send 

rem. [] Free Explanatory Folder 

PLUMB By SHOP () Merchandiser 100 (327 piece assortment) ... $96.22 
\q AS (] Merchandiser 200 (122 piece assortment) ... $42.17 4 
Kt (Above prices include blue, metal merchandiser) ! 
Name (please print) 
Address. 
City State 











Wholesaler. 
(Do not send payment. Your Wholesaler will invoice you.) 


t 
PLUMB % SHOP 1341 TEMPLE + DETROIT 1, MICH. | 








© 1958 PLUMB SHOP 
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When you become a Weldwood Department dealer— 
see all the sales building help you get... 


NATIONAL ADVERTISING such as this page (right) appearing in full 
color in Better Homes and Gardens and House Beautiful for March, and 
in New Home Guide, Spring-Summer edition. 


SALES-PROVEN DISPLAYS such as the Weldwood Panel Parade that 
displays the most complete line of beautiful wood paneling—prefinished 


and plain—in the industry. 
SALES TRAINING for your entire staff. 


SALES PROMOTION programs and materials, including merchandising 


“packages for your major markets, and local advertising tie-in material. 


FAST SERVICE from more than 100 Weldwood branches throughout 


the country. 


The Weldwood Department is the proven way to boost traffic, 
turnover, and profits. Beautiful wood paneling and a full line of high- 
profit related products combine to step up your sales to remodeling and 
new construction prospects in your trading area. 

Call or write your Weldwood representative today and get your sales- 


building Weldwood Department underway. 


WELDWOO0D WOOD PANELING 


PLYWOOD « ADHESIVES « FIRZITE® + SATINLAC® + FLEXIBLE WOOD-TRIM® 


UNITED STATES PLYWOOD CORPORATION 
55 West 44th Street, New York 36, N. Y. 


Circle No. 48 on Coupon, page 94. March 3, 1958, AMERICAN LUMBERMAN 














D PREFINISHED SAMARA® V 





aneling for a 12° x 8 wall 


A wood-paneled room like this often st 


... 4 pick-and-choose visit to your Weldwood dealer 


Woods that are light and sun-mellow. Woods of rich, 
dark tones. Woods with dramatic grain patterns. 
Woods whose subdued grains add quiet grace toa 
room. More than 70 types and finishes of luxurious 
Weldwood Paneling are at your lumber dealer’s for 
you to see, touch, and choose from. 

Surface treatments, too, such as Weldwood V-Plank® 
to give you random-width “plank’’ paneling. Unfin- 
ished . . . or prefinished under Weldwood’s exclusive 
genuine lacquer system to produce the most lustrous, 
durable finish you can buy in wood paneling. Weld- 
wood’s unique “fine furniture” finish not only brings 


WOOD” WOOD PANELING 


out all the nature-grown beauty of its choice woods, it 
also protects that beauty against wear, stains, and 
smudges. Installation is easy. Install it yourself, or ask 
your dealer to recommend a contractor. Weldwood 
paneling is guaranteed for the life of your home. 

Leading lumber dealers all over the country can 
show you new paneling in displays like the one shown 
above. Or you can see it at United States Plywood 
Corporation branches in I11 cities throughout the 
country. United States Plywood Corporation. New 
York Showroom: 55 W. 44th St. In Canada: Weld- 
wood Plywood, Ltd. 


United States Plywood Corporation 
55 West 44th Street Al 3—-3—58 
New York 36, N.Y. 


Please send me the new lets | have checked, 


hed Paneling For Fine In- 
a variety Of finishes 
ation photographs ond 


wood—100 Interesting 
es In.” Shows how 
giving new value into 


‘ee TWO NEW WELDWOOD PANELING BOOKLETS <=s 
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AND OTHER WELDWOOD PRODUCTS FOR HOME AND INDUSTRY 
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SECRET OF A 
BETTER BROOM RAKE 
In other broom rakes, each 
tooth is separate. In Green 
Thumb, the teeth are con- 
tinuous loops, nested and 

securely locked. 
Can't ever work loose! 


NEW GREEN THUMB BROOM RAKE 
WILL BE YOUR TOP SELLER 


Dealers who know good tools are 
stocking this new Green Thumb MAKE $4.32 ON 
rake. It is lighter, quieter, more flex- EVERY '/, DOZEN RAKES 


. . ($4.50 in west) 
ible and stronger by far — the kind ox 





: Why promote less profitable, 
of tool you are proud to sell your hillestes tndietn odine, whan wibet 
customers. Only Green Thumb of your customers will gladly 
a buy Green Thumb guaranteed 
makes it. quality? 

THE UNION FORK & HOE CO., COLUMBUS, OHIO posed — or — —— 
Makers of RAZOR-BACK Shovels, FLEX-BEAM Forks, whelesater— Cat. No. : 

GREEN THUMB Lown and Garden Tools. 
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News Makers 


e A record crowd 
of 1,221 lumber- 
men and guests 
attended the 53rd 
annual convention 
of the Kentucky 
Retail Lumber 
Dealers’ Assn. in 
Louisville recent- 
ly. New president 
for 1958 is Wal- 
lace W. Hender- 
son, Henderson- 
Moorefield Lum- 
ber Co., Hopkins- 


Henderson , 
ville. 


e The Illinois Lumber & Material 
Dealers’ Assn. re-elected the following 
officers for 1958 at its 68th annual 
meeting in Chicago: president, Walter 
A. Schmeling, E. W. Schmeling & 
Sons, Inc., Rockford; vice-president, 
Francis A. Gauen, Collinsville; execu- 
tive vice-president, John D. McCarthy, 
Springfield; secretary, Edwin F. Sem- 
bell, Springfield. 


e Elmer Brown, Roy Lumber Co., Roy, 
Utah, was elected 1958 president of 
the Intermountain Lumber Dealers’ 
Assn. at the group’s annual meeting 
in Salt Lake City. Other new officers 
include: Ray Robinson, Rio Grande 
Lumber Co., Salt Lake City, first 
vice-president; Floyd Didericksen, 
Preston Lumber Co., Preston, Idaho, 
second vice-president; Richard W. Nall, 
McKenzie-Nall Co., Ely, Nev., secre- 
tary-treasurer. 


e The South Da- 
kota Retail Lum- 
bermen’s Assn. 
has elected Ben 
Knecht, of Knecht 
Lumber Co., Rap- 
id City, as its 
president for 
1958. William 
Barton, Thomp- 
son Lumber Co., 
Vermillion, has 
been named vice- 
president. 


@ Phil Creden, merchandising man- 
ager, Edward Hines Lumber Co., 
Chicago, has been named _ general 
chairman of the 1958 NRLDA Build- 
ing Products Exposition, which will 
be held in Chicago’s International 
Amphitheatre, Nov. 22-25, reports 
NRLDA president James C. O’Malley. 
Vice-chairman of the 1958 committee 
is T. Merritt Ludwig, vice-president, 
Merritt Lumber Yards, Reading, 
Penna. 
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QSM REFLECTIVE INSULATION 
AND VAPOR BARRIER 


If you're looking for Quality, 


QUAKE! 
ALUMINUM BUIL 


Quality? . . . Quaker State’s Aluminum Building Prod- 
ucts are known and specified by builders for their clean 


appearance and precision fitting. Builders know that 
Quaker State Aluminum Building Products result in 


complete satisfaction and repeat business. 


Service?... Quaker State offers you the most complete 
line of Aluminum Building Products and accessories 
available from any one point of order. This means faster 
delivery, less billing, inventory taking, and time wasted 
for you and your employees. And it means that no order 

is ever too large or too small to get 


imme eaiate attention and proce ssing. 


nN ie 


QSM RAIN CARRYING 
PRODUCTS AND ACCESSORIES 


QSM ROOFING 
AND SIDING SHEETS 


QSM BUILDING SHAPES 
AND ROOFING ACCESSORIES 


Service and Profits... look to 


te Se 


aA 9 
Profits? . . . Quality, service, and product demand 
precisely what Quaker State offers YOU) always in- 
sure increased profits. Contact Quaker State today, 
and get full details. 


THE MOST COMPLETE LINE OF ALUMINUM BUILDING 
PRODUCTS MANUFACTURED AT ONE SOURCE 


Corrugated Aluminum Roofing in Rolls * Farm Roofing and 
Siding Sheets ¢ Industrial Roofing and Siding Sheets * Roofing 
and Siding Accessories ¢ Roll Valley and Utility Sheets * Utility 
Flashing Stock and Shingles ¢ Aluminum Building Shapes ¢ Reflec- 
tive Insulation ¢ Vapor Barrier ¢ Aluminum Rain Carrying 
Products «© Aluminum Weatherboard Siding and Awning Stock 
e Aluma-Props ¢ Aluminum Lawn Edging in Rolls ¢ Galvanized 
Lawn Edging in Rolls. © auaxen stare weracs 958 


QuakeR STATE METALS COMPANY 
VANIA + Phone: Lancaster EXpress 4-5611 


BUILDING PRODUCTS MERCHANDISER 


Circle No. 50 on Coupon, page 94. 














| 
| 


PULTE EET TET 











Ask your Flintkote salesman about this 


The Van-Packer Factory-Built Masonry Chimney assures more sales 
for lumber dealers. Ask your Flintkote salesman about it. He’ll give you 
full details on how you can get more chimney sales and more profit, 
without the fuss and bother of handling bulk materials. You don’t even 
need an inventory — you can get immediate delivery from your local 
jobber. (See “Chimneys—Prefabricated” in Yellow Pages.) Just give 
him measurements for height of housing and length of chimney. 


¥ ‘ 3 , 

® : >| ba 
National advertising in leading 
trade magazines helps pre-sell the 
Van-Packer to your customers. 


The Van-Packer Chimney comes This counter display 
in sturdy, easy-to-handle cartons, and other sales aids 
and includes flashing and cement. make selling easy 


Snap-on 
housing cap 


Brick -design 
panel housing 


Aluminum flashing 


Masonry flue 
sections 


Snap-lock 
drawbands 


Van-Packer Company ¢ Division of The Flinthote Company 


s 
Van-Packer oe Chimney P. 0. Box No. 306, Bettendorf, lowa * Phone: East Moline, Ill, 3-5288 


Circle No. 10 on Coupon, page 94. 
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how to give rooms that LUXURY look 


the easy, inexpensive way with 


PiyWelsh “‘packaged”’ paneling 


Here’s a sure-fire hit with builders, 
contractors, remodelers, and even 
the Do-It-Yourself customer. The 
only complete prefinished paneling 
“*package”’ on the market, PlyWelsh 
Panels come in 10 different decora- 
tor finishes with prefinished mold- 
ing in 7 designs, matching “‘panel 
stretchers” to solve high ceiling 
problems, matching Putty Sticks to 
hide nail holes, and PlyWelsh match 
stains for built-ins. This means— 
a more beautiful job at less cost! 

A paneling ‘‘Package"’ that guarantees 

related item sales! 


PlyWelsh Antique Birch 
Prefinished Panels, matching “Panel Stretchers" (over counter) 
Prefinished Molding. COST: About $47.50 


& PilyWelsh PiyWelsh PlyWelsh Match Stains 
Prefinished Panels ‘Panel Stretchers" complete the “Package” 
are finished by the pat- eliminate the problem of picture. There’s a PlyWelsh 
7 ented BRUCE pro- high ceilings and offer stain or finish to match each 
cess, more than /4 limitless opportunities for of the 10 PlyWelsh Prefinished Panel fin- 
times more durable variation in wall decor and ishes for built-ins and accessory wood- 
than ordinary surface finishes. They come in design. They’re prefinished work—no tedious and time consuming 
10 style-setting decorator finishes. Your cus- to match the 10 different mixing to get a perfect match. 
tomers will appreciate their soft, rich, hand- decorator panel finishes. 
rubbed look found only in fine furniture. | Manning bit }) 


The PlyWelsh Planning -—>» | 
PlyWelsh Matching Putty Kit— smart merchandising at wis f I 
Sticks make nail holes its best! Here's a brochure for i a q 


PliyWelsh Prefinished 
Molding is carefully match- disappear because they are your customers with scaled ‘ 
ed to each panel finish. It aiccawatabs Car esate komm a panels, scaled wall layout, and easy-to- 
: ; accurately factory-matched , . 
comes in 7 different designs aad x . —— . follow instructions that lets them select the 
and completely eliminates <A fa each _— ae hing bP “finish and accurately estimate material in 
. — uss, no bother c e job. J i ‘ 

all messy and troublesome ce — — their own home. They sell themselves! 


finishing on the job. 


FINISHED WITH GGRUCE ) PATENTED PROCESS. 


OUTLASTS SURFACE FINISHES 14 TIMES! PL  sH 
The complete paneling “package” 


Everything prefinished — everything matches! 
Write for the name of your nearest distributor Manufactured exclusively by 


the Welsh Plywood Corporation, Memphis, Tennessee from genuine hardwoods 
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A Declaration of Interdependence 


The Investment Factors (plant) of the Building Industry—Manufacturers, 


Wholesalers, and Retailers—Hold These Things in Common: 


One 
One 
One 
One 
One 


One 
One 


One 
One 
One 


One 
One 
One 


source of income 
customer 
ultimate purchase 
buying reason 

real competitor 


competitive battlefront 
competitive advantage 


opportunity 


point of attack 
front line legion 


army of support 
major weapon 


atomic ammunition 
key factor in victory 


office of joint command 


ready communication medium 


victory 


The consumers’ dollars 

The ultimate consumer 

The end use of the product 

Benefits to the consumer 

Other industries’ fighting for consumers’ 
dollars 

Consumer patronage 

An industry that creates wealth rather 
than consumes it 

To double present sales 

The point of consumer purchase 

The retail sales manager, his point-of- 
sales people, and the contractors, ar- 
chitects, realtors, financing agencies, 
building tradesmen, sub-contractors 
and building officials constituting the 
local service team. 

Manufacturers and distributors sales 
and advertising staffs 

(Coordinated*) merchandising 

Creative selling and advertising 

Mobilized leadership in developing maxi- 
mum selling power at the point of 
retail sale 

The Home Improvement Council 

The merchandising press 

A larger share of consumers’ dollars 


Every marketing employee on the rolls of manufacturers, wholesalers and retailers 
should embrace these common denominators as a guide to increased profit and progress 
—and do everything in their power, individually and collectively, to help the front line 
fighters—the retail sales manager and his people — to win a splendid victory for the 


industry. 


equipped, and effectively supervised, retail sales person. 


*Coordinated Merchandising 


Coordinated merchandising is the simultaneous use—by the manufacturers, wholesalers 
and retailers of an industry—of mutually understood and interrelated strategies, tactics, 
and facilities—to bring products and consumers together in a stimulating buying environ- 
ment (store) — and in the presence of a well-trained, properly motivated, adequately 


— Art Hood 
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Here is the best engineered chimney ever built — by 
anyone. Designed and engineered by McQuay, and suit- 
able for all fuels, (Type A) this new package chimney 
has a 7” stainless steel flue with aluminized steel interliner 
and outer casing. The interliner is supported by the ex- 
clusive McQuay stainless steel tension spring spacers for 
strength, rigidity and durability. There is nothing to 
deteriorate, nothing to collect soot. Roof housing is large, 


measuring 16”x20” with a 20”x24” cap. 


c uay This McQuay design permits 


eans Uatity 


quick drafts and even tem- 
perature from top to bottom for peak efficiency under all 
conditions—steady winter firing or intermittent firing in 
mild weather. For the best results, and for greatest econ- 
omy, recommend and use this McQuay package chimney 
on every job. 

Territories are now being assigned. Write today to 
McQuay Chimneys, Inc., 1616 Broadway Street N.E., 
Minneapolis 13, Minnesota. 




















Looking down through a McQuay 
package chimney section. Stainless 
steel tension springs separate and 
firmly position stainless steel flue. 
Steel tension springs also position 
aluminized steel interliner and outer 
casing for extreme durability and 
rigidity. McQuay thermo siphon de- 
sign and tension springs permit fast 
and free air flow for quick draft and 
even temperature from top to bottom. 


Check These Features Against Those 
of Any Other Chimney ! 


—Listed under the re-examination service of Underwriters’ 
Laboratories, Inc., and on the approved list of F.H.A. and V.A. 
Costs from one-third to one-half as much as brick in- 
stalled. All pre-assembly has been done to eliminate costly on-the- 
job time and labor. 

Flue is of stainless steel to permanently 
withstand effects of combustion gases. No cracking or chipping. 
Interliner and outer casing are of aluminized steel. Starter box and 
starter sections are in one unit for fast erection. Standard 24”, 18 
and 12” sections give any desired length. Average installation time 
is less than one hour after openings are prepared 

Load on support joists is only 9 pounds per foot of 
chimney length. 
With easy-to-follow instructions for installing. 
No special tools required. Units are individually packaged. 





AOA YOK NYY 


TRINITY WHITE 
SELLS! 


IT’S THE WHITEST WHITE PORTLAND CEMENT 


A fine 
product — consist- 
ently advertised to 
the buyers in your 


territory 


Stock it for use N 


in architectural concrete 
units... stucco... terrazzo... 
cement paint... ornamental, 

light-reflecting and mis- 


cellaneous uses 


4 Product of GENERAL PORTLAND CEMENT CO - Chicago - Dallas + Chattanooga - Tampa ~- Los Angeles 
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More and More Builders agree: 


“Here's why Lenofire 


makes more money 


forme...” 





‘Thanks to Benefire, 
I show a bigger profit 
from fireplace jobs. 
It’s the complete fire- 
place form. Just set 
it on the firebrick 
hearth on a 14” bed 
of fire clay. Bottom 
flange forms a neat, 
tight junction with 
hearth . . . speeds up 
construction, seals 
against heat and 
smoke leaks.” 








“It’s easy to lay up ma- 
sonry. Benefire’s square 
sides do away with fussy, 
diagonal courses. Big air 
chambers occupy more 
space . . . save masonry, 
provide greater heating ca- 
pacity. ‘Ductops’ are real 
timesavers . . . serve as 
ready-made forms that sim- 
plify ductwork.” 








*Here’s another timesaver. 
Benefire’s smoke dome pro- 
vides a complete form al/ 
the way up to the flue tile, 
saves ‘free-hand,’ stepped 
corbelling. Dome is angled 


/ to bring flue directly in 


center of unit. Where larger 
flue tile is required, just cut 
the two light ‘tack welds’ 
with a cold chisel, bend 
out top to fit flue.” 











“Talk about fast work! We 
set the flue in place on top 
of unit, and keep right on 
going. No waiting for mor- 
tar to dry below the flue, 
as is necessary with a stand- 
ard fireplace or other makes 
of fireplace forms. What 
counts, too, is by using 
Benefire / save up to a ton 
of masonry on many jobs, 
vel | can guarantee a per- 
fect fireplace every time.” 








BUILDING PRODUCTS 


MERCHANDISER 


... and more profits for you, too! 


Make no mistake...the products that make 
more money for your customers are the products 
that will make more money for you, too. And 
Benefire offers your customers money-making 
time-saving advantages they just can’t get in any 
other fireplace form. That’s why so many masons 
and builders are switching to Benefire — why so 
many dealers are boosting their sales with Bene- 
fire and the complete Bennett line. Get the facts 


see your Bennett distributor... 


Double your profits 


— sell Slevsercen ... too! 


Every fireplace you sell 
needs famous Flex- 
screen spark curtains, 
andirons, firesets, other 
decorative accessories. 
Sell the complete order 

and get your share 
of this high-margin 
business! Write for free 
catalog, prices and sales 
aids. Address 358 Pine 
Street. 


BENNETT - PRELAND INC. 


4 
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LAND DEVELOPMENT 


Makes Builders Satisfied Customers 


4dvantages 


(and some drawbacks) of controlling neu 


construction by land development methods are outlined by a 


big operator in this phase of building 


Jacksonville, Fla., 


Land development and control, as 
more dealers are discovering, is one 
effective way of controlling the sale 
of new homes. This system not only 
permits the sale of all materials at 
a good profit, but makes the builder 
your obedient and satisfied customer 
rather than a price-and-credit dic- 
tator. 

One dealer who has successfully 
exploited most of the land develop- 
ment angles (and “squeezed a few 
lemons, too”) is D. C. Dawkins, Jr., 
the 39-year-old energetic and im- 
aginative vice-president of Dawkins 
Building Supnly Co., Jacksonville, 
Fla. 


38 


lumberman. 


Dawkins, who currently has an 
interest in five subdivisions in one 
way or another, has been in the land 
development business for the past 
12 years. In that time, he has sup- 
plied some 900 homes, including 300 
erected in 1957. Today, about 70% 
of his total volume is involved in 
new construction. Both volumewise 
and profitwise, last year showed a 
gain of about 7% over 1956. 


Gradual development. Dawkins 
expansion in the land development 
field has been gradual, not meteoric. 
That’s the nice thing about land 
development, something every deal- 


D. C. Dawkins, Jr., a 


er might think over, he points out. 
There is no continuing commitment 
once a project is finished. You have 
your money and you can sit back 
and just study the market or invest 
again. 

“I’m mobile and I’m flexible,” is 
the way Dawkins explains his oper- 
ation. Specifically, he has new home 
building going in the following 
categories: 

1. Personal partnership basis. 

2. Dawkins Building Supply Co. 
financing construction. 

3. Dawkins (father and son) pur- 
chasing land as individuals with 
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“SINGLE SHOTS." That's what Dawkins terms these houses, which 


he builds on isolated lots. These were built with a contractor 


friend in an area of older houses. 


MATERIALS AND FINANCING. On this group of houses, Daw- 


kins financed the construction and supplied the materials. Top 


price for these homes is $14,000. 


their lumber company furnishing 
the construction money. 


4. Two developments owned by 
builders, but Dawkins improved the 
raw land and supplied the building 
materials, of course. 

Dawkins has no building mechan- 
ics on his own payroll, but he does 
have tight control over the 10 or so 
builders who work with him. These 
are the Dawkins-supplied items that 
go into the builder-customer’s pack- 
age: title to the lot, completely sur- 
veyed; house plan; permanent 
financing arranged; building per- 
mit; all interim financing; all ma- 
terials; sales promotion of com- 
pleted homes (newspaper ads, sales- 
men at development site, etc.). 





Management Decision 


"Too many dealers fail to ana- 
lyze their problem. I've tried to 
analyze my market and work within 
that framework. These days, more 
than ever before, dealers must work 
harder to discriminate between win- 
ning and losing decisions.""—D. C. 
Dawkins, Jr. 
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ex 


owned jointly by 


JOINT LAND OWNERSHIP. Still another example of a Dawkins 
operation. These houses are part of a 74-unit tract. The land is 
Dawkins and the contractor. 


The lumber 


company furnished the construction financing. Result: 74 mate- 
rials sales closed to outside competition. 


sales alone. 


Builder tie-in. “We buy back 
50% of the homes erected by our 
builders, then turn around and sell 
them again,” explains Dawkins. 
“The builder makes a full profit on 
half his houses and a very small 
profit on the rest, but we handle all 
his sales and administrative work 
for him.” 

This system of land development 
control, Dawkins emphasizes, has 
eliminated a good deal of competi- 
tion. 

“Too many yards have their 
heads in the sand and I’m delight- 
ed,”’ comments Dawkins. ‘However, 
I don’t underrate my competition. 
I’ve just concentrated on one side 
of the fence.” 

Dawkins has two requisites for 
builders: they must have top secur- 
ity and they must be fairly capable 
builders. He is constantly checking 
his builders, unexpectedly at times. 
His early return from a vacation 
caught one builder off guard. He 
had padded a payroll for $6,000. 

“We try and attract small build- 
ers,” adds Dawkins. “You can make 
large builders out of small builders, 


PANELIZED HOUSE. This is one of 18 experimental panelized 
low-cost homes being erected from parts fabricated in the 
Dawkins shop. These homes will represent $55,000 in materials 








see FLORADALE toca 


Why Rent When You Can Buy? 
A New 3-Bedroom Home 
That Costs So Little! 
No Septic Tanks, Paved 
Streets, City Water! 
OPEN HOUSE: 2 P.M.-6 P.M. 


DIRECTIONS, Orive out Moneriet te 45th St ture left te 
ottice at Cleveland Ré Salesman on property from 6:30 A.M. 
watt 5:30 P.M dally Sunday 2 P.M te 6 Pm 


FLORA HOMES, Ine. 


PO 5-1686 (DAY) PHONE EV 8-3671 (NICHT) 


SMALL 
DEPOSIT 











THIS AD FOR NEGROES. /t ran in the 
Negro news section of the Florida Times- 
Union. When completed, the Floradale de- 
velopment will have 800 homes. This is 
one of several Dawkins sub-developments. 


but when they get too large, you’re 
likely to lose them. We’ve had them 
leave, go broke and then come back 
again, but we really haven’t lost 
anybody we give a damn about.” 


Big operator. Dawkins is tied 
up with seven different corpora- 
tions. These include the lumber- 
yard; a home improvement company 


(continued on next page) 
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LAND DEVELOPMENT 


(begins on page 38) 





and five others that are basically 
real estate companies. 

One of his biggest deals currently 
in the developmental stage is a sec- 
tion of raw land big enough for 500 
lots, which he plans to use for low- 
cost housing. Also underway, experi- 
mentally, is a 4'5-acre site plotted 
into 18 building lots for panelized 
low-cost homes. Six of the 18 houses 
are finished and Dawkins is pleased 
with the time and cost savings re- 
sults, although his builders have not 
been imaginative enough to see the 
potential in this type of construc- 
tion. These 18 homes will represent 
$55,000 in building materials alone. 

These low-cost homes are fabri- 
cated two or three at a time. One 
master section is cut very precisely, 
then duplicate sections are cut in 
terms of the number of houses to 
be built at that time. The five and 
six-room houses on 60’x125’ lots sell 
for $7,500-$8,500. 


These low-cost homes, Dawkins 
believes, will be the answer to 
FHA’s standards for minimum 
home financing. He believes that 
FHA and VA have priced them- 
selves out of the low-cost home mar- 
ket with their high minimum down 


payments. All of Dawkins’ low-cost 
homes in his 18-unit experimental 
development are conventionally 
financed. 


Analyzes market. Dawkins has 
two large separate developments 
going for White and Negro pros- 
pects for new homes. The Negro 
development, known as Floradale, is 
promoted by special ads in the Ne- 
gro section of the Florida Times- 
Union and will embrace 800 homes 
at completion. As a part of this de- 
velopment, Dawkins built a sewage 
plant capable of serving a popula- 
tion of 3,500. The low-cost develop- 
ment for Whites, called Arlington 
Forest, will total 140 homes. 

Dawkins admits that finding 
money for land development is a 
tough problem and the right kind 
of land is getting scarce, too. He 
offers one rule of thumb to dealers 





Proudest Sale 


D. C. Dawkins, Jr., has worked in 
a lumberyard since he was a teen- 
age boy, but he got his biggest kick 
out of a sale he made at 22, back 
in 1940. 

With practically every reputable 
dealer in the Jacksonville area com- 
peting, Dawkins was low bidder on 
a 20-unit house job by $5 a unit. 
His bid on five rooms, garage and 
front porch was $1,995. 











THE DAWKINS land development team. 
D. C. Dawkins, Sr., 66, is retiring this 
month. His sons, left to right: D. C. Daw- 
kins, Jr., 39; Crosby H. Dawkins, 34; Paul 
R. Dawkins, 26. Sales office for this 120- 


acre subdivision is nearby. 


thinking of going into land develop- 
ment: 

“Don’t pay any more per acre of 
raw land than you can get for the 
finished lot.” 

Dawkins feels that a well-round- 
ed inventory is not enough to satisfy 
a customer’s needs. While president 
of the Florida Lumber & Millwork 
Association, he visited every yard 
in the state. 

“Too many dealers fail to analyze 
their market. I’ve tried to analyze 
mine and work within that frame- 
work,” he concluded. 








Cur, TING CHARgzs 


. 
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Man ripping large pane! by pushing it ocross frame under running sow (kept running 


by switch lock). Note sign showing cutting charges 


WHAT USERS SAY (from letters in our files): 


“It has cut costs in half... 


. cutting is now simple, convenient, profitable . . . 
had to depend on old fashioned, two-man table saw.” 


“. . . most indispensable machine in our yard... 
has done more 


than paid for itself in three months .. . 
than you claimed.” 

“. .. great time saver... 
two months .. . 


WRITE FOR DETAILS AND PRICES 


increased efficiency . . . 
one interested in reducing costs while improving service.” 


more than paid for itself in 
recommend it for plywood industry.” 


Retail Lumber Yards All Over The USA And Canada Are 


GIVING BETTER SERVICE 
MAKING EXTRA PROFITS 


with the Bennett 











2-WAY PANEL SAW 








Cuts to size:— 


PLYWOOD — HARDBOARD — PLASTICS 
PLASTIC LAMINATES — TILEBOARD 


cuts. 


recommend to any- 





CHECK THESE FEATURES 


« ACCURACY—all cuts are 
consistently square. Ver- 
tical and horizontal scales 
are attached for selective 


© SAFETY—machine is fool- 
Completely safe 


proof. 
for unskilled help. 


SHEET ALUMINUM 


¢ RIPS OR CROSS CUTS 
without removing panel 
from machine. 


* ONE MAN OPERATION 
—one man can cross cut 
or rip a 4 x 12' panel 
quicker than two men 
can on a table saw. 








would be lost if we 





more 


RICHARD C. BENNETT MFG. CO. 


139 Silvara Road 
LACEYVILLE, PENNSYLVANIA 
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How Dodge saves you money 
by matching your truck to your needs 


Dodge medium- and heavy-duty trucks have 
always been built from a wide range of “‘Job-Rated”’ 
components to match a truck exactly to your job. 
This means that you aren’t forced to pay for 
capacity you don’t need, and you don’t get under- 
sized units that shorten your truck’s life. Just look 
at the range of components today’s line of Power 
Giants offers: 


In power, there are Sixes from 125 to 141 hp., 
Power-Dome V-8’s from 204 to 234 hp. Exclusive 
Power-Dome V-8 design reduces harmful carbon 
deposits, greatly reducing the need for engine 
overhauls to maintain maximum power. 


in payload, numerous Dodge medium- and heavy- 
duty models offer G.V.W.’s from 11,000 to 46,000 
Ibs., G.C.W.’s from 30,000 to 65,000 Ibs. in gradual 
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steps. A wide range of ‘‘Job-Rated’’ axles, trans- 
missions, tires, springs and other components makes 
possible gradual increases in capacity and assures 
you a dependable, economical truck because it fits 
your job exactly. 


In economy, Dodge provides the thriftiest and 
most efficient engine and transmission combinations. 
A range of eight engines and eight transmissions, 
including automatic Torqmatic, makes this possible. 
You save on gasoline, too, because Dodge engines 
operate efficiently on regular gasoline! 

Priced competitively throughout the line, in many 
models Dodge is priced lowest! No matter what 
Dodge Power Giant your job calls for, you'll be 
agreeably surprised at its thrifty price tag. See your 
Dodge dealer soon, and get his special 40th- 
Anniversary deal! 
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Sell SERVICE-WAY 


The complete line of 
steel basement entry doors 


Now, you can offer the modern Service-way in single or dual door 
models to new home builders or for replacing old-fashioned 
wooden doors. Whatever their choice, they quickly recognize the 
extra convenience of the all-steel Service-way. It provides direct 


access from the basement to outdoors. . 


. simplifies dozens of 


household tasks. Makes basement space easily available for 
storage or recreational purposes. 





Model “D’’— Dual Doors 
has concealed torsion bar 
counterbalancing for smooth, 
effortless operation. Flanges 
on doors and frame interlock 
to form a weathertight seal. 
Doors have anti-closing safe- 
ty catches, easily released by 
a touch of the toe. Built of 
reinforced heavy gauge steel. 
Shipped knocked down for 
quick assembly and installa- 
tion with a minimum of time 
and labor. Sold in two sizes. 


Model ‘‘S’’—Single Door 
provides a wide, unobstruct- 
ed opening, with plenty of 
clearance for bulky, hard-to- 
handle items. Double-action 
coil springs counterbalance 
door for finger-tip operation. 
The heavy gauge steel door 
is reinforced for maximum 
strength. Overlapping flanges 
on door and frame make it 
weathertight. A quick re- 
lease safety rod prevents ac- 
cidental closing. Shipped as- 
sembled for faster and easier 
installation on the job. 


Sell the most modern service entry for today’s basements. 
Build greater income by covering all your market with the 


single door and dual door Service-way. 


FOR FURTHER INFORMATION WRITE: 


HEATILATOR® 
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Heatilator Div., 
Vega Industries, Inc. 
922 E. Brighton Ave. 
Syracuse 5, N. Y. 





Home Idea Center 


When Sherman Minton and his 
retail manager Tom Smith opened 
up the new retail department at 
Minton Lumber Co., Mountain 
View, Calif., a prominent location 
near the entry door was devoted to 
a home idea center. The center 
concentrates booklets, plan book and 
other home design and modernizing 
data in a place where all customers 
entering the store will see it at 
once. 

“We got the design idea for the 
home idea center from American 
Lumberman,” said manager Smith. 


Le 


Cabinet Hardware Board 


An invitation directed to house- 
wives has upped cabinet hardware 
sales for the Albuquerque (N. M.) 
Lumber Co. Direct mail and the 
company’s newspaper ads _ were 
used to invite housewives to drop 
in and see the firm’s display of 
cabinet hardware. 

The promotion has really paid 
off, according to manager W. L. 
Blasingham, “although there’s noth- 
ing new about our display board. 
However, word seems to get around 
and more and more women are 
stopping by to see the display and 
buy the items we show.” 
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See the difference in one coat of paint! 


*Patent applied for 


Saves time, labor and up to 4 on paint! 


World's largest producer of Plywood & Redwood. 
New G-P Redwood Factory-Sealed Bevel Siding means ° . , 


more sales because — 


e Paint or stain flows on faster, covers better, lasts 
longer! Vey ar eg rh 
ae , e. VAUUHM LE 6 A LEU A 
* No back-priming on the job! All surfaces are CORPORATION 
immersion-sealed right at the mill. 
e This revolutionary new sealer prevents water spot- Dept. AL 358, Equitable Bldg., Portland, Ore. 
ting, inhibits mold. Smudges, footprints wipe off. Please send me complete information on new 


e The price is no more than regular redwood siding! G-P Redwood Factory-Sealed Bevel Siding. 


NAME 











Protective packaging makes it faster to handle, easier to 

store at yard or job site. G-P special plastic-coated Kraft COMPANY 
paper, heat-sealed to keep out dust and moisture, pro- prone 
tects siding until it’s used. oe 


Call your salesman for G-P Redwood, or mail coupon 
for information about this new G-P sales-builder! 














BUILDING PRODUCTS MERCHANDISER Circle No. 15 on Coupon, page 94 








WOOD PRODUCTS 


EYE APPEAL @ 


BUY APPEAL 


BORDER 
BARBEQUE FENCING 


SETS 





GARDEN 
TRELLISES 


1 0 


ROLL 
FENCE 


4 y doer. \ 
UMBRELLA 
TABLES 


pel FAN 
BARBEQUE TRELLISES 


CARTS 





“7 


+ 


+ 
= 
i 
+ ~ 
> 
+t 
al 
—_+++—}+ 
v4 
ttt 


ety 


CAPTAIN'S 
CHAIR 


GARDEN 
PERGOLAS 


PICKET 
FENCING 


© CHILDREN’S 
fe SETS 


FLARED 
TRELLISES 





EXPANSION 
—cnntl TRELLISES 


CONCORD 


WOODWORKING COMPANY 


MASS. 10 Beharrell St. 


GARDEN ARCHES 


SHIPPING 
POINTS FOR FAST SERVICE 
LOWER FREIGHT 


ILLINOIS 21 West Taylor St. 
Chicago, Illinois 


CONCORD WOODWORKING COMPANY 
Please send price lists and catalog 

Company 

Attention of. 


State 
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West Concord, Mass. 
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* One Piece Interior -—~ 
Casing and Stop 
Pre-Mitered Ready 


to Install 














* No Shimming 
or Blocking 


New Wood Window 


Component Panel 

A new concept in wood window 
component panels has been proposed 
which includes sash, frame, header, 
apron, sill, studs and support members. 

Lumber dealers can manufacture 
the panels to save on-site builder la- 
bor, according to Zegers, Inc., Chi- 
cago, which developed the idea to in- 
clude a combination metal weather- 
strip and sash balance and Snap-Clip 
of their manufacturer. 

The panels can be made up for 
either double-hung or slide windows 
on a modular basis and will blend with 
any architectural design, according to 
Zegers. 
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11 Sq. Ft. Saving 

Builders can do away with 2x4 
framing in bedroom partition walls, 
cutting installation time and costs 
and adding about 11 sq. ft. to a 10x10 
bedroom, according to United States 
Plywood Corp. 

Top illustration above shows con- 
ventional bedroom partition, while bot- 
tom sketch above uses %” Novoply, 
which comes in 48”x96” or longer. 


? 
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CALL YOUR ATKIN 


S WHOLESALER FOR 


COUNT ON HIS COOPERATION FOR 


@ Your Atkins wholesaler can do a lot more than 
give you a fine selection of quality cutting equip- 
ment. He knows a lot about saws—but more im- 
portant, he knows a lot about sales. 

Your Atkins wholesaler salesman has a fine 
background—knowledge, training and experience 
with saws and saw uses. On top of that, he has the 
merchandising experience—and he knows saw 
users—to help you increase your sales. Ask him 


for advice on window and counter displays. Let 





(1) No. 65 Perfection hand saw. (2) No. 75 Jun- 
ior Mechanic. (3) No. 2 back saw. (4) No. 25 
dovetail saw. (5) No. 20 curved pruner. (6) No. 
37 combination saw. (7) No. 36 nest of saws. 
(8) No. 9 compass saw. (9) No. 38 compass saw. 
(10) No. 50 coping saw. (11) Silver Steel files. 
(12) A-3 hacksaw blade assortment. 
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him tell you how others have set up saw displays. 
Follow his suggestions on combination sales and 
special seasonal promotions—watch your saw vol- 
ume climb. 

Depend on your Atkins wholesaler for merchan- 
dising and sales help. And standardize with his 
Silver Steel line for complete coverage, fast sales, 


repeat business and customer goodwill. 





ALWAYS SELL 
ATKINS 

—A CUT ABOVE | &% 
THE REST! ? 





ATKINS SAW DIVISION 
EE BORG-WARNER CORPORATION 
INDIANAPOLIS 9, INDIANA 


BRANCHES: Chattanooga + Philadelphia 
Chicago + Los Angeles + Portland, Oregon 


EXPORT: Borg-Warner International, 36 S. Wabash Ave., Chicago 3, Ill. 
**“Sharpie” is a Trade Mark of Borg-Warner Corporation 
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additional training is 


American Lumberman's Exclusive iii 
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RECREATION 
ROOMS 


Try This Recreation Room Quiz 


Read each question or statement. When you have decided on the statement, circle 





ded L 
. ff 


How much noise will acoustical tile- 
board soak up? 

1. 50% 

2. 76% 

3. 45% 


. How much time does it take to in- 


stall ceiling tileboard in a typical 
10°x14' room? 

1. full day 

2. day and a half 

3. half a day 


If the existing ceiling is cracked, the 
right procedure is to: 
1. remove the ceiling 
2. nail furring strips through the 
plaster to the rafter 
3. patch the ceiling and then use 
adhesives 


Acoustical tile, furring strips and 
nails or staples for a typical room 
costs: 

1. $25 to $40 

2. $75 

3. $55 


Ceiling tileboard is cleaned with: 
1. soap and water 
2. wallpaper cleaner 
3. vacuum cleaner and « damp 
cloth 


C) T. € F. Only asphalt tile can be 
installed in basements. 


Number | to 9, in order, the relative 
cost of the following floor coverings: 
. asphalt tile 
. linoleum (sheet) 
. vinyl cork 
. solid vinyl 
. linoleum tile 


your answer. Try this quiz yourself. Use it to check the “know-how” of employes. if 


your suppliers are ready to help. 


. vinyl-asbestos tile 
. plastic roll goods 
. cork tile 

. rubber tile 


. hardboard is made of: 


1. corn stalks 

2. paper 

3. bark 

4. natural wood chips 


OT. © F. Dimensionally stable 
hardboard is recommended for cov- 
ering cold air return ducts. 


[1] T. OO F. Perforated hardboard 
now comes predecorated in colors 
and patterns. 


1) T. 1 F. Insulation board tile- 
board should be allowed to reach 
room temperature before applying. 


Before detailing a basement recrea- 
tion room, it is a good idea to check 
moisture conditions by: 
1. litmus paper 
2. a humidity guide 
3. observing any rusted material 
in basement 


If gypsum board is used and mois- 
ture is a problem you would specify: 
1. a heavy vapor barrier paper 
2. coating the wall with asphalt or 

special preparations 
3. using foil-backed board 


Moisture from walls is very high so 
you'd: 
1. dig a trench along the outside 
wall perimeter and install drain 
tile 
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2. install a dehumidifier 
3. turn down the job 


(1) T. © F. On basement jobs it is 
better to nail or staple tileboard to 
furring strips than to use adhesives. 


(1 T. (€ F. In applying ceiling tile- 
board only staples with a '/2" leg 
should be used. 


[] T. (€) F. Basement walls should 


be insulated in most cases. 


[] T. (€) F. Moisture conditions are 
usually the highest in the spring 
months. 


C] T. (C) F. ttis usually unnecessary 
to waterproof the typical basement 
walls. 


The easiest and fastest way to apply 
furring strips is with: 

1. star drill 

2. power-activated driver 

3. special adhesives 


[) T. (€) F. BX can be used in wiring 


a basement room. 


[] Tt. (1 F. When cutting hard- 
wood plywood keep face up if cus- 
tomer is using cross cut handsaw or 
table saw. 


.-OOT. ( F. Keep hardwood plywood 


face down when a portable or radial 
saw is employed. 


(] T. ( F. Hardwood plywood can 
be applied directly to masonry walls. 


C1 T. © F. Type Il hardwood ply- 
wood is highly moisture resistant but 
should not be subjected to prolonged 
moisture. 


(J T. ( F. Advise customers to fit 
paneling closely from floor to ceiling. 


(Answers on page 94) 


1958, AMERICAN LUMBERMAN AND 





TT, eT 





Counter displays deserve a top location if 
they are designed to stir the interest of the 
prospect. When samples are part of the display, 






4 Basic 
Displays 


Frequently a display of attractive materials will trigger a big-ticket 
sale for a new recreation room. It may be wall coverings, a new decorated 
tileboard or sparkling floor tile in a terrazzo pattern. While small manu- 
facturer-supplied display tools still have real value, the trend is to full- 


price each item for convenience, faster service. 
Rotate display regularly, concentrate on prod- 
ucts with a good profit-potential. 





Model rooms offer the customer ideas for the recreation room, 
show products effectively. Ed Williams Lumber Co., Canton, 
Ohio, traces many sales to this installation in their basement 
Setups like this are also useful for consumer clinics, employe and 
contractor meetings. One warning—install all products for easy 
changes over the years. 


Window displays on improve- 
ment packages are relatively 
rare in this industry. Here is a 
sketch showing how uprights 
somewhat similar to those em- = 
ployed at Forest City can be 
used to create a room section in 
the window. The uprights are 1 i} 
brand new and have top sleeve { 
where the unit contacts the ceil- 
ing and an adjustable leveler at 
the base. In use, board materials 
easily clip on, the ceiling is sus- 
pended from brackets. Shelves, 
bench seats and hi-fi record 
player, shown, also use brackets, 
which fit slots on the uprights. 

While still just a sketch, we 
are looking for dealers interested 
in trying this window display 
plan. It could be re-arranged to 
show a wide variety of remodel- 
ing packages. Also, with per- 
forated panels in place it could 
display a model kitchen with 
upper cabinets suspended from 
the hardboard. Again, with hard- 
board panels in place and each 
panel probably painted in a dif- 
ferent pastel color, such a dis- 
play could be used for small 
merchandise. 














size displays which show the end-use more adequately. 





Panel displays often are out on the floor exposed to maximum 
store traffic. This installation at Forest City Materials Co., Cleve- 
land, Ohio, uses new floor-to-ceiling uprights, similar to the 
sketch for a window display shown below. Samples can easily 
be changed or the display can be moved to another section of 
the store at any time. Swinging panels or displays on tracks 
are also recommended on standard wall fixtures. 
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Basic Packages 


Recreation rooms 
moderately-priced or finished at mini- 
mum expense. 


li 


Budget-Priced 


Special paints, coatings and consid- 
erable low-cost millwork can be sold 
to younger families with limited in- 
come. Bare of furniture, the budget 
job is often dreary and uninspired. 
A. Bolard & Sons, Inc., Indian Orchard, 
Mass., above, played it smart and sold 
the customer a bar, bench and lum- 
ber for a pair of room dividers. 


Medium-Priced 


Here’s a typical job widely promoted 
by dealers. Sold by the Utah Lumber 
Co., Ogden, Utah, it includes a tile- 
board ceiling, knotty pine, floor tile, 
moulding and furring strips. Materials 
probably came to $500-$600. 


High-Priced 

The key to selling luxury rec rooms 
is imagination—plus ability to pay. 
This is an Armstrong Cork installation 
showing creative designing at work to 
help the lumber dealer. Room doubles 
as laundry, with appliances to rear of 
louvered doors. Note feeling of infor- 
mality. Big-ticket? Up from $800. 


48 


can be swank, 


Recreation Rooms 











Above If basement recreation rooms are 
to be promoted, this illustration could be 
substituted for the heading now shown on 
the right. 


Right If the majority of your prospects 
have homes without basements, this lay- 
out could be used. Note the trading on the 
popular term “family room." 


Ad 


Techniques 


Advertising remodeling is 
quite different than preparing 
material for simple multi- 
item ads with illustrations, 
descriptions and prices. There 
are six basic parts for a good 
remodeling advertisement: 


1. A top illustration for the 
remodeling package being 
promoted, should immedi- 
ately show you are aware 
of new trends in design. 
Your illustration should be 
just as up-to-date as those 
seen in the newest nation- 
al magazine. 


The headline should im- 
mediately talk consumer 
benefits—fun in case of a 
recreation room; appear- 
ance for a roof or siding 
application, for example. 


Early in the body copy, 
the prospect should be told 
you offer one-stop remod- 
eling service. Specifically 
mention free designing 
service, how you coordi- 
nate the various trades on 


(continued on page 86) 


(begins on page 46) 











NAME OR SIGNATURE CUT HERE 
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there’s fun for everyone 


IN A FAMILY-RECREATION ROOM 


It's great for active teen-age get-togethers 
& wonderful for Dad's card club ... for en- 


) tertaining, games, hobbies. Let us help de- 

Af IW) sign fun room show you sam- 
«<K SY S f | 

S\ Ya £ AF ples of today’s best building materials. And 

rv y ye. AON we ll tell you about our easy payment plans 

| As that put no strain on your budget. Come in 

oe a today! 
# \ Complete Meterials for Typicel 15 x 20 Reom 
As low as $00 per month 





























low as 


500 
PER MO. 


YOUR NAME 
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WEYERHAEUSER 4-SQUARE PARTICLE BOARD 
UNDERLAYMENT 


FIRST-CHOICE where an extra smooth, uniform Underlay- 
ment is required is Weyerhaeuser 4-Square Particle Board. 
This exceptional base for modern floor coverings provides 
uniform thickness with a smoothly sanded surface. Flush 
joints are assured with a minimum of edge sanding. This 

combination of desirable characteristics saves installation LOOK AT THESE 
time, assures even application and economy of glue spread 

for tile and linoleum applications, and provides the level SALES FEATURES 
base needed for beautiful carpet installations. It is a popu- 
lar choice for kitchens, bathrooms, family rooms, attics... 
any room above ground level. 

Free of grain, engineered Particle Board has less tend- R £ thick A 
ency to warp... no knots or knotholes to show through ang? Cr Sueneaees fe tS 
when thin vinyl tiles are applied. It saws easily, goes in floor level requirements 
fast, nails and glues tightly, lays flat. It can be installed Can be cut and fitted with 
directly over subfloors or old floors at a fraction of the carpenter tools 
cost of finished wood flooring. 

Ideal, too, as a core for sink and counter tops, sliding Strong surface bond for 
doors, dozens of similar applications. Write for literature. adhesive installations 





se din 


Uniform smooth sanded 
surfaces 





Weyerhaeuser offers Hardboards, too. Write for details. 


Weyerhaeuser Sales Company 


TRADE PROMOTION DEPARTMENT 
First National Bank Building ¢ St. Paul 1, Minnesota 


BUILDING PRODUCTS MERCHANDISER Circle No. 18 on Coupon, page 94, 





OS FORD 


New, more efficient SIX... 


FORD'S NEW 223 SIX 


Brake Horsepower— 139 @ 4200 rpm 
Bore—3.63 in. Stroke—3.60 in 
Displacement— 223 cu. in. 


FORD TRUCKS COST LESS 


less to own... less to run... last longer, too! 
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The only modern Short Stroke SIX 
for Light and Medium Duty service 


From pickups to two-tonners, the new ’58 Ford truck 
line provides the most efficient SIX with more horse- 
power per cubic inch than any other in its class. This 
modern thrift leader features a new carburetor for up 
to 10% greater fuel economy. And engine features like 
Deep-Block construction, free-turn valves (both intake 
and exhaust) and aluminum alloy pistons with integral 
steel struts are all designed for extra durability. 


Teamed with this more efficient SIX, the Ford 
Driverized Cab offers new riding comfort. The roomy 
cab has comfortable non-sag seat, suspended pedals, 
Hi-Dri ventilation and weather-protected inboard 
steps. Impact-O-Graph tests prove Ford pickups give 
smoothest ride of any half-tonner! 


Ford trucks give dependable service. A study of ten 
million trucks by insurance experts proves Ford trucks New Ford Styleside pickup. Modern Styleside 
last longer. When replacement parts are needed, Ford body is as wide as the cab and standard at no 
parts are priced low and can be obtained everywhere. extra cost. Conventional Flareside box available. 


New Ford F-500. Rugged, versatile 114 -tonner 
with 15,000-lb. GVW. Two wheelbases for 7%- to 
13-foot bodies. 








Short Stroke design means less New carburetor design gives 


piston travel, less internal fric- up to 10% more fuel economy. : . : 
tion—givesmore usable power. New vacuum control valve New Ford Parcel Delivery chassis. Four P-Series 


Provides increased durability and accelerator pump system chassis with GVW’s from 8,000 to 17,000 lb., for 
. .. prolongs engine life. provide smoother operation. up to 525-cu. ft. custom bodies. 


AMERICAN BUSINESS BUYS MORE FORD TRUCKS THAN ANY OTHER MAKE! 
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PLANNING ROOM 


Eugene Glaser and Joe Glaser develop... 
$ Million Plus volume in towns of 500 and 3,000: 


A-1 SERVICE + LOW PRICES = 
STEADY 20% SALES INCREASE 


AT ADEQUATE PROFIT 


There is no magic formula, say brothers Joe and Eugene 
Glaser. But if there was, it would include these ingredients: 


© Hard work 

© Alert purchasing 

© Compensatory pricing 

© 10% C&C discount 

* Volume rebate system for contractors 


© Developing new markets such as kitchens and pole- 
frame buildings and Lu-Re-Co trusses. 


Sometimes, as it happens, when a 
dealer applies aggressive methods to 
procure an expanding slice of a 
competitive market, he does not 
savor well with surrounding dealers. 

“That happened to us,” said Joe 
Glaser of Glaser’s Building Supply 
Center, Durand, Mich., “but it was 
inevitable and we didn’t mind. We 
only worry if a customer becomes 
unfriendly ... and that seldom hap- 
pens here.” 

While sitting in an office-store- 
shed building which he constructed 
with his own yard people, in a busi- 
ness version of “‘sweat equity,” Joe 
Glaser went on to say that the ill- 
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will from certain “status quo” 
lumberyards towards himself and 
his brother, Eugene, has more or less 
disappeared. Meanwhile, the man- 
agement methods used to build a 
million-dollar retail building supply 
business since 1946 in two small 
villages continues to work wonders. 
Sales last year were 20% above 
1956, in the face of a declining mar- 
ket and with stiff price competition 
from 100% cash-and-carry lumber- 
yards. 


“And our outlook for 1958 is 
good,” said Joe, with the same opti- 
mism expressed by brother Eugene 
who heads the Vernon Elevator & 
Lumber Co. in nearby Vernon, now 
also known as Glaser’s. 


How? The fundamental prin- 
ciple behind the Glaser success, Joe 
and Eugene say, can be told in two 
old-fashioned words: Hard work. 

But Glasers’ “hard work” is much 
more than the sonorous phrase of 
after-dinner speakers. One way to 
measure hard work is to examine 
sales productivity. By this yard- 
stick, Glasers’ produce $90,000 sales 
per employe — almost three times 
the industry average! 

“The trouble with most lumber- 
yards,” says Joe Glaser, “is the 
deadwood. And I do not mean in the 
lumber piles.” 


The brothers credit their dad, 
Joe, Sr., with the inspiration that 
has built their thriving business in 
a static market. The elder Glaser 
was a grain elevator manager for 
37 years, then with his sons oper- 
ated the Vernon Elevator & Lumber 
Co. Today, Eugene’s office in Vernon 
looks out upon a handsome display 
floor of building materials, hard- 
ware and tools. 


“Not too many years ago dad and 
both of us were unloading cars of 
lumber at night, selling during the 
day,” Eugene recalled. 


Alert purchasing. From the 
beginning, Joe said, they decided 
upon two lumber and materials buy- 
ing principles, which have contrib- 
uted heavily to their management 
success: (1) never buy a mixed car 
because it is too costly to unload 
and stock; and (2) buy all lumber 
in transit, confining purchases from 
selected sources, where you can ne- 
gotiate in a friendly way and get 
preferred service. As many as 40 
cars are on order for the yards dur- 
ing peak months. 


_ “If you are alert in your purchas- 
ing, you can pass on your favorable 
buys to your customers,” said Joe. 


Competing with C&C. Like 
many other dealers, the Glasers 
were stepping along at a fast clip 
two years ago, catering mainly to 
do-it-yourselfers and to farmers, 
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when two events stopped them 
short: the decline in new house 
building, especially the “sweat 
equity” type, which was their spe- 
cialty, and the emergence of giant 
cash-and-carry competition. 

The Glasers had built their busi- 
ness on service. They declined to go 
100% cash-and-carry. But, with a 
large farm trade, they realized the 
necessity to compete and offered a 
flat 10% C&C discount while main- 
taining full service at regular 
retail prices. 

The policy has accomplished its 
purpose. Although C&C sales are 
only a minor part of the company’s 
business, the 10% C&C discount is 
psychologically one of their most 
important competitive weapons. 

The Glasers say that with adroit 
purchasing, mostly through whole- 
sale channels, they can match the 
prices on most materials sold by the 
100% C&C yards, providing, of 
course, that you subtract the Glaser 
10% C&C discount. 

“The secret is the purchasing 
ability of the dealer,” figures Joe. 
“We have been invited to partici- 
pate in cooperative buying groups, 
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Plan Your Spring Building Program 


NOW! 

















MR. FARMER 
Let Us Tell You About Our 


POLE-TYPE—CLEAR SPAN TRUSS 


FARM BUILDINGS 


With These Advantages: 


© BES DES ets BAS oats wad 

in buildings, thus e wi renge uses. 
tresses ere idea! fer the oo 
Maechimery Storoge Livestec! Sorege 
Buildings ond Fruit and res. 

@ POLE-TYPE CONSTRUCTION offers low-cost —s cone 
struction, wind resistent end sturdy, on 

lite end ettrective. 

@ These Are Plenned According te Michigen Un- 
versity 

@ We Heve 


Models on son Re : 
THIS TYPE OF CONSTR! i$ IDEALLY SUITED 
FOR ALL TYPES OF FARM ond COMMERCIAL BUILDINGS 


We Will Either Construct Your 
Building For You or Help You Plan 
Your Own Erection 


1 0% Off rurchoner of Building Meverial 


z=» GLASER’S 








DURAND BUILDING SUPPLY CENTER 
PHONE 412 DURAND, MICH. 


PACKAGE PROMOTION in newspaper 
ads by the two Glaser yards typified by 
pole-type farm building 3-col. insertion 
above. Firm will help farmer construct his 
own, or will take contract. 








pool-car setups, ete. . but all that 
is not for us. We want to negotiate 
directly with the wholesaler.” By 
constantly gauging the market and 
special purchase possibilities, the 
Glasers use the theory of compen- 
satory pricing; where they feel 
there is a volume market, a lesser 
markup is permitted and these are 
the items that get strong promotion. 


To meet the sliding house build- 
ing activity, the brothers enacted a 
second significant policy. They de- 
cided to expand their contractor 
trade through a volume rebate or 
discount system coupled with even 
better delivery service to an ex- 
panding sales territory. 

The result has been the main- 
spring of Glasers’ 1957 and current 
business, now heavily contractor. 


Working with the contractor. 
“We are open at 7 a.m. daily. If 
a builder calls before 8 a.m., we 
can usually deliver his order that 
day, even 35 miles distant, provid- 
ing that the order is a sizable one,” 
said Joe. 

“Our theory is that the contractor 
must do his part—he must order 
in volume,” said Eugene. 

Five trucks—ablaze with “Gla- 
ser’s” in high letters — operate 
from Durand, four from Vernon. 
Trips are made almost daily to the 

(continued on next page) 





Be Sure to Check Our 


NEW LOW PRICES 


Before You Bay! 


DIMENSION BOARDS 
Ma. | end Better Allowing 20-25% Me. 2 Yad Pondorese Pine, Me. 3 Bey... $115.00 bt 
2nd Pre-Cat reds, White Fir $115.00 Mtn t2 Ponderese Pine, Me. 4 Bey... 999.08 At 
lad Whine Fir $115.00 tn Sprece, Conter Metals $125.00 ss 
2x6 thre 2u12 Oowgies Fir $1ZLSO Me Sek. Pendorese Pine 4” then 10° ... $2598.08 ht 
Add $20.08 Por Mt tor 17 ond 24 Longin Set. Pandorene Pine, 12 ---- $998.08 
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PRODUCT PRICES in ad above show 
“other side" of the merchandising program 
by the Glaser Building Supply Center and 
sister yard, Vernon Elevator & Lumber Co. 
Direct mail also used. 
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SERVICE PLUS PRICE 


(begins on page 52) 





major markets in a wide-spanning 
area ... but only upon demand, not 
on a schedule. ““‘We must have full 
loads; that is essential in keeping 
our operating costs to a minimum, 
essential for the volume rebate dis- 
count,” said Joe. 

An original and very important 
part of the Glaser volume rebate is 
that it is accumulative—many con- 
tractors prefer to have the com- 
pany pay the rebate on an annual 
basis, although they can cash in 
monthly. 

Also, all volume rebates are can- 
celed if payment is not prompt. 

Glasers advertise regularly in lo- 
cal papers for the consumer and 
farm trade. But it is virtually im- 
possible to advertise to their widely- 
scattered contractor trade. “It is 
primarily word-of-mouth our 
prices, our instant delivery, our vol- 
ume discount,” said Joe. The 
brothers seldom have time to per- 
sonally solicit builder business. Once 
a contractor is a customer, how- 
ever, he regularly receives a Glaser 
price list in the mail when prices 
change. 


Packages. The Glasers have 
three package selling successes. One 
is the Lu-Re-Co truss and panel sys- 
tem, used both for do-it-yourself 
house builders, custom-built homes 
and for farm buildings. The second 
is pole-frame farm structures and 
warehouses. The third, now under- 
way, is the packaged kitchen for 
both town and farm homes, includ- 
ing a complete line of built-in 
appliances. 

The company ventured into pole- 
frame construction when Joe de- 
signed and built a 40’x200’ demon- 
stration barn at a community fair, 
last June. The response from farm- 
ers was immediate. “With practical- 
ly no sales effort besides the dem- 
ohstration building, we moved five 
cars of poles in six months,” said 
Joe. And with the poles go metal 
roofing and siding and sometimes 
labor. 

Glasers prefer to recommend con- 
tractors. That is a rigid rule on 
house jobs. In a few pole-frame 
cases, the lumberyard assumes the 
contract and sublet the labor. Of 
course, many farmers prefer to 
build their own, although Eugene 
Glaser thinks that the modern 
farmer is more inclined to hire a 
contractor. 

The built-in appliance story at 
Glaser’s illustrates the opportuni- 
ties which lay untapped in many 
small-town areas. Joe Glaser accept- 
ed about 40 units of a major built- 
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DEMONSTRATION of pole-type construction was made at county fair and then pub- 
licized in 5-col., page-high ad shown at left. This resulted in dealer's most successful 
package program of the year—six carloads of poles sold, plus iron, aluminum roofing. 
Scene above shows pole-frame shed going up for dealer's own use in Durand yard as 
steady increase in volume demands more storage space. 





in appliance line “mostly on a whim.” 
Thirty-five of those units were 
grabbed up by regular customers 
practically overnight, he said. “It 
really opened our eyes to the remod- 
eled kitchen market in small-town 
areas such as ours. We are bringing 
in a packaged kitchen salesman. We 
view this move as still another way 
to develop business for our con- 
tractor customers as well as for our- 
selves.” 


Slicing costs. All of the above 
techniques of management and 
merchandising contribute to a low- 
er cost-of-doing business. The Gla- 
sers will not reveal their percentage 
figure. But Eugene said it would be 
“substantially lower than the na- 
tional average (of 21%) and above 
that of the big 100% cash-and-carry 
dealers (10-12% ).” 

The brothers would not speculate 
at what point in their success (if 


ever) that their company might suc- 

cumb to the employment of “dead- 

wood” and satisfaction that would 

lead to pushing up what is obviously 

a low cost-of-doing-business figure. 
f 


JOE GLASER, SR., who was grain elevator 
manager for 37 years and then helped his 
sons enter building material business after 
World War II which has since grown into 
million dollar company operating out of 
two small Michigan villages. 
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Evanife 


HARDBOARD... 


Evaneer 
FIR PLYWOOD... 
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Stock Evanite and Evaneer, and you'll enjoy a fast 
turnover. 


Evanite hardboard is in demand because it cuts 
costs .. . is easy to use (even for do-it-yourselfers) 
. . . and transforms plain, ordinary rooms into 
beautiful new living areas. To provide variety for 
your customers, stock all five Evanite textures. . . 
including the modern new pre-finished Driftwood EVANEER 
paneling shown above. 95 Satoh 
Evaneer fir plywood solves a wide range of build- 
ing problems, provides unlimited sales potential. 
Both interior and exterior are DFPA grade-marked 
for uniform quality. 
Your jobber can receive both Evanite hardboard and 
, Ww ame 
Evaneer fir plywood in the same carload. It pays to buy from your jobber! 


Evaneer and Evanie are trademarks of Evans Products Company 


EVANS PRODUCTS COMPANY, DEPT. s-3, PLYMOUTH, MICH.; Sales Offices: Plymouth, Mich.; 
New York City; Chicago; Los Angeles; Tampa, Fla.; Coos Bay, Ore. 


PLYWOOD AND HARDBQARD, EVANS PRODUCTS COMPANY also produces: fir |umber; Evanite battery separators; 


railroad loading equipment; truck and bus heaters; bicycles and velocipedes 
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2 good reasons for insisting on 


PHILIPPINE MAHOGANY 


2. lico Philippine Mahogany offers the widest 
selection of milled products. By stocking the 
complete Ilco line, you are certain to 
satisfy the wants of all your customers, 
for Ilco, the oldest and largest Philippine 


1. lico Philippine Mahogany is graded after 
drying to assure full count and finest quality. 
And since the drying process is scien- 
tifically conducted in the company’s 
own kilns, Ilco lumber has increased 


SS 
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fiber strength and substantially improved 
hardness, as well as bending and com- 
pressive strengths. Ilco is known through- 
out the world for its superior workability 


lumber exporter, has the widest selection 
of milled products, including three types 
of paneling and an extensive variety of 
moldings. What’s more, Ilco never fails 


and uniformity of texture and color. to meet NHLA standards. 


LLPEALER POUNTERS 


How to Haul Sand 
On a Lumber Truck 

A welded steel dump body, which 
can be installed on a lumber truck 
as needed in a matter of moments 
is adding to truck utility at Au- 
burn (Calif.) Lumber Co. 

The company has long been noted 
for innovations in truck equipment ; 
the instantly-removable steel dump 
body is one of the latest. 

The body consists of heavy gauge 
steel plate welded into position with 
the bottom and three fixed sides re- 
inforced with steel angle. The 
bottom is ribbed. A dump gate, 
hinger at the top and released by a 
lever, is on the fourth side. The 
box is as wide as the lumber bed of 
the truck and extends forward to 
the lumber roller at the midpoint 
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of the truck. 

Dumping a load of sand from the 
accessory body is no problem for 
the truck, for a dump bed mech- 
anism had been on the truck for 
some time as an aid in unloading 
lumber—not an unusual arrange- 
ment. 








Write today 
for free 
booklets! 


EXTERIOR FINISHING 


Wustrated booklet on how to insure the 
lasting beauty of natural lico siding. 


MOLDINGS 
Wustrated booklet showing 
complete selection of lico moldings. 


PANELING and SIDING 
Mustrated booklet on entire selection 
of lico paneling, siding and other mill 
products, such as flooring 


INSULAR LUMBER SALES CORPORATION 
1401 LOCUST STREET, PHILADELPHIA 2, PA. 


Please send me the name of my nearest Ilco Philippine Mahogany distributor, together 
with the following free booklets: 


(] Moldings (] Paneling and Siding 


INSULAR LUMBER SALES CORPORATION 


1401 Locust Street, Philadelphia 2, Pa. 


Sh Circle No. 49 on Coupon, page 94. 


Handy Rack Keeps 
Planer Knives in Order 


A six-sided revolving rack made 
of perforated hardboard is used to 
keep track of planer knives in the 
millwork department at Builders 
Supply & Lumber Co., Tucson, 
Ariz. Robert Thomas, millwork 
foreman, finds the rack saves time 
in locating desired cutters and also 
keeps them in better condition. 
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the virden 


V-8046. Complete packaged ceiling $73.25 list. Slightly 
higher west of the Rockies. 


A 4'x 6’ “Packaged” Unit for Bathrooms, Kitchens 
For New Home s...Old Homes...Modernization 


The new Virden Sunshine Ceiling.* A complete package. Plan now to use it in your next job, 
packaged unit that installs quickly and easily new or old. See the model now on display at 
to any ceiling surface. Electrical channel sys- your Virden distributor, or write John C. 
tem fastens to ceiling — satin white suspended Virden Co., Dept. AL, 6103 Longfellow Ave., 
grid holds plastic diffusers (814 drop). Uses Cleveland 3, Ohio. 
six 100W incandescent lamps to flood the room 
with even, glare-free “sunshine’’. A sure-fire 
sales clincher in new homes. A terrific plus- = 
profit maker for use in existing homes or on VW 4 2 a €* ni 
modernization jobs. 
Member American Home Lighting Institute 
Luminous ceilings promise to. be the next big 
development in home lighting. Virden brings 
it to you now in a complete easy-to-install * Patent No. 2,659,807 
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For more paint profits ... Make Your Store Color Headquarters 
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PAINTING CONTRACTOR George Pissibury, right, watches while 


Johnny Gordon matches a Bermuda turquoise for him. 


MATCHING COLORS is no problem with an automatic paint 
mixing machine. Veteran Johnny Gordon, right, helps housewife 


match drapery fabric. 2 


New Color Center Pushes Sales 


Homeowners and contractors are sold on the benefits of Three experienced paint salesmen 
two automatic paint mixing machines, experienced paint sales- and two automatic color mixing ma- 
: J chines are key factors in the climb- 
men and all the accessories they need for the job. ing paint sales curve at Kenson 
This Florida firm is shooting for $75,000 in paint sales Lumber Co., Clearwater, Fla. 
. 958 Kenson may be the only retail 
in 1958. lumber dealer in the nation with 
two of the leading types of paint 
mixing machines. General manager 
George Travis was quick to capi- 
talize on this feature. One of the 
first things he did was to stage a 
special meeting for painting con- 
tractors to introduce the new ma- 
chine. 

Fifty-seven contractors turned 
up to watch the factory representa- 
tive demonstrate the punched card 
system of color mixing. It was the 
first time that many of the contrac- 
tors had been inside the Kenson 
store. They were not only surprised 
to see the extensive facilities, but 
to discover that many of their com- 
petitors had also found Kenson’s a 
good place to do business. The meet- 
ing was so successful that a sec- 
ond paint contractor’s meeting is 

Pass planned. 
58 YEARS OF PAINT EXPERIENCE is represented by these three employes in These contractors not only expect 
the Kenson Lumber Company's paint department. Left to right, Cecil Deane, a good price and quick deliveries 
seven years’ experience; Larry Mugford, head of the department, 21 years; in case of emergency, but they also 
Johnny Gordon, 30 years’ experience. want to take advantage of Kenson’s 
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PAINTING CONTRACTORS MEETING was called by general manager George Travis, 


center, to introduce contractors to Martin-Senour's ' 


new paint department facilities. 
George Pillsbury, a painting con- 
tractor who dropped in to match a 
Bermuda turquoise for exterior 
trim, told American Lumberman: 

“Frankly, I don’t buy all my paint 
here, but I do come here for some 
of the hard-to-match colors. There’s 
more to paint matching than most 
people figure.” 


More women. The shopping ad- 
vantage of matching of a drapery 
fabric or a wallpaper sample exact- 
ly has attracted an increasing num- 
ber of women to the store. Typical 
of many of these women was one 
who was overheard saying: 

“T have to paint the whole house 
and I want to know what colors to 
use where!” 

Fortunately, this woman had 
found the right place for advice, 
since the three men who work ex- 
clusively in the paint department, 


PAINT ACCESSORIES include every item 
that a homeowner or painting contractor 
will need. All these are available near 
the paint bar. 


> 
WALLPAPER DEPARTMENT and home 
planning center is adjacent to the paint 
department in a non-traffic area. Note 
storage for out-of-use books. 


‘Colorobot."’ 


have 58 years of paint experience 
between them. Johnny Gordon, who 
worked as a painting contractor for 
30 years, knows the answer to just 
about every paint question. Larry 
Mugford, head of the department, 
has worked closely with painting 
contractors for 21 years. Cecil 
Deane handles most of the color 
matching problems. This kind of 
experience obviously inspires cus- 
tomer confidence and confidence in- 
spires sales. 

In addition to a complete supply 
of paints and accessories, the store 
has an adjoining wallpaper depart- 
ment, where women can sit down 
and look over samples at their 
leisure. The wide range of acces- 
sories include drop cloths, spraying 
enamel, patching plaster, spackling 
compound, brushes, paint buckets 
and putty. Nylon brushes are fast 
movers because sand and finish 

(continued on page 70) 








Paint Sales 
Curve Rising 


Paint sales have shown a sharp 
increase since the automatic color 
mixing machines were installed at 
Kenson Lumber Co. For example, 
paint sales in December, 1956 were 
$1,716. Last December, the paint 
department did $6,150. Manage- 
ment is shooting for $75,000 in 
paint sales this year. 

Kenson's principal consumer mar- 
ket is among the retired and work- 
ing people groups. One result of 
Kenson's success with the automatic 
paint mixing system is that a com- 
petitor decided to install a similar 
machine within four months. 











KENSON’S (——— 

KENSON'S ¢—— 
PAINT SALES 
PAINT SALES 


DOUBLED! 


ATT 


T RI? 
DOUBLED! 


ie - COLOROBOT 


it th eat an camer ~~ 

umpteen-skillion shades of 

paint and Kenson’s Paint Sales have doubled 
since the miraculous machine with the electrenie 
brain arrived last month. All you do is match 


your color from hundreds available 
TBM card in the Colorobot and there's your 
pain matched scientifically to perfection. 
See COLOROBOT today and GET THAT 
HARD TO MATCH JOB DONE! 

Complete Line of MARTIN SENOUR Paints 














DOUBLED PAINT SALES were reported by 
Kenson's with big display ad. Within a 
few months a competitor also ordered an 
automatic color matching machine. 
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More aids from Du Pont 


to multiply your paintbrush sales! 


NATIONWIDE ADVERTISING 


Du Pont’s powerful 1958 advertising program for 
paintbrushes bristled with TyNex nylon can lay 
the groundwork for your most profitable year. A 
combined readership of 50 million consumers will 
read about brushes bristled with TyNex in adver- 
tisements like the one at the left. Ads like this will 
appear in Better Homes & Gardens, The American 
Home and Popular Mechanics, making TyNex the 
most widely advertised bristling material. 

These ads will tell readers why they should buy 
quality paintbrushes... what to look for when se- 
lecting brushes...and the benefits of buying 


properly made brushes with tapered TyNex nylon 
bristles. They will be directed to look for the black 
and yellow tag as one sure way of getting a brush 
with genuine TyNnex nylon bristles. 

The ads will also suggest that customers look for 
the “Choose and Use” booklet in your store. It gives 
valuable tips on selecting and using quality brushes 
from your displays. 

You can benefit from this widespread program 
by ordering reprints of these ads for mailings, dis- 
plays and in-store handouts. 


IN-STORE DISPLAYS 


Ah HEADQUARTERS 


_ RARE ea 
PAINTBRUSHES 
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oy 





Brand-new window decal reminds customers that your 
store is headquarters for the brushes bristled with Du Pont 
TyNex nylon which they have read about. You can apply it 
to your window or to your door, as shown here. 





Booklet merchandiser reminds customers to pick up a 
“Choose and Use” booklet, which they saw in the ads. The 
merchandiser can be applied to your cash register or sus- 
pended on a string over your brush display. 


Other selling aids include a new window streamer and a new counter card, to 
further help you pave the way to greater paintbrush sales. “What Retail Customers 
Think About Paintbrushes” by Alfred Politz Research, Inc., will provide you with 


profit-building ideas. 


TywMex nylon bristles 


TIE-IN with this customer-catching campaign by stocking a 
complete selection of brushes with TyNEex nylon bristles—in- 
cluding the popular narrow widths. Your customers will be 
looking for them. Remember to display the window streamer, 
counter card, decal and booklet merchandiser. Be sure each 
customer gets a copy of the ‘“‘Choose and Use’’ booklet. 


ORDER these powerful selling aids and ad reprints from your 
supplier and be ready for the big painting season coming up. 
Or you can write directly to: E. I. du Pont de Nemours & Co. 
(Inc.), Polychemicals Department, Room 673, Du Pont Bldg., 
Wilmington 98, Delaware. 


BUILDING PRODUCTS MERCHANDISER 


TYNEX is the registered trademark for Du Pont nylon bristles 


86. us. par.orf 
BETTER THINGS FOR BETTER LIVING... THROUGH CHEMISTRY 


Circle No. 47 on Coupon, page 94. 
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For more paint profits . .. Learn the Tricks of Promotion 











BROWSING URGE is stimulated in new Saginaw 
(Mich.) Home Center by displaying merchandise 
where customers can examine it. Note simple, 
clean fixture lines. (Store was designed by 
James N. Lindenberger and fixture merchandising 
by Paul Ergang, consultants to American Lum- 
berman.) 


REGULAR DEMONSTRATIONS should be staged to promote con- 


sumer interest. This demonstration was held at Neiman-Reed, 


Van Nuys, Calif. 


WALL DISPLAY using perforated hardboard is 
used to attract customers at Scoville, Bisbee 
Lumber Co., Ypsilanti, Mich. 


How to Promote 


PAINT SURVEY REPORT kept by Hope 
Lumber & Supply Co., Tulsa, Okla. House- 
wives made house-to-house canvass of 
selected neighborhoods. They received 4¢ 
for each color book distributed. Followup 
was by mail and telephone. 


MAJOR ELEMENTS of a well-organized 
paint department. |. Paint accessories— 
drop cloths, turpentine, sandpaper, paint 
removers, sealers, rollers, sponges, etc.— 
should be stocked on separate island. 
(Island might also have small sign featur- 
ing step ladders.) 2. Color swatches help 
paint buyer select matching colors. 3. 
Paint counter for ticket writing, wrapping, 
also can be used as separate cash counter 
for paint sales. 4. Brush display with 
pertinent accessories just below. 5. Shelf 
display with paints stocked according to 
type, color and can size. 6. Paint specials 
are promoted from platform display. 7. 
Mass display of bulky cans and fast-mov- 
ing house paints. 
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vou 


about 
WHITE 
POCKET # 
LUMBER ; : 


4 White pocket — or white speck, as it 
is sometimes called—is caused by 
a fungus which dies when the tree 
is sawn into lumber. 


White pocket has never been known 
to grow or spread in lumber. 


= White pocket is no more harmful 
than any other characteristic per- 
mitted in a particular grade of 
lumber. 


White pocket is found primarily in 
old-growth timber. Most pieces 
containing it are high-line pieces. 








WEST COAST 
LUMBERMEN’S 
ASSOCIATION 


DOUGLAS FIR « WESTERN RED CEDAR 
WEST COAST HEMLOCK e SITKA SPRUCE 


BUILDING PRODUCTS MERCHANDISER 


Re ae FULL-COLOR 

BOOKLET! 
The latest information on white 
pocket lumber is now available in 
an 8-page booklet. Facts and re- 
ports by the United States Forest 
Products Laboratory furnish a 
background for full color photo- 
graphs illustrating recommended 
uses for this lumber. Mail coupon 
below for your free copy. 


WEST COAST LUMBERMEN'S ASSOCIATION 
1410 S. W. Morrison, Portland 5, Oregon 


Please send your free booklet ‘Facts on White Pocket Lumber” to: 
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Circle No. 20 on Coupon, page 94. 
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For More Paint Profits—Invest in Advertisting 


All the illustrations, with the ex- 
ception of the paint department at 


the Kenson Lumber 


water, Fla.. are from American 


Lumberman's mat service. Individ- 
valized ads with a photo of your 
paint department is highly recom- 
mended 


Co., Clear- 








YOUR NAME 


Paint Specials 


























WE ARE QUALIFIED to answer your every 
paint question and match any color you desire 
at Kenson Lumber Co. 


Latex Paint Fla? Paint 


SIGNATURE CUT HERE 


Mix or Match 
any Paint Color 


Just pick the color you want from our color 
selector. We will mix exactly the color you 
have selected. No charge for this custom 
service. 

Our color specialists, shown on the left, 
keep you up-to-date on the newest ideas on 
home decorating. Now you can match rugs, 
furniture and draperies. Free color chips to 
take home. 

We can mix semi-gloss and high-gloss enam- 
els, oil base paints, latex and house paints. 


High Gloss 








Paint Specials 


Your choice 








Step Ladder Values 









































YOUR NAME 




















MAT NO. 152 
Masonry Paint Top Brushes 


$2.98 qt. on 


MAT NO. 37 
Roller Set Paint Sprayer 


___ $2.00 per day 











NAME OR SIGNATURE CUT HERE 
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lowE BROTHERS 
BARN PAINr 


STANDARD BARN PAINT (READY MIXED 


BRIGHT RED 417 





Circle No. 


Sell Lowe Brothers! Put colorful, 
hard-selling “picture” packages like 
these on shelf, counter, floor or 
window display. Pull your own 
prospects from millions who see 
Lowe ads in the POST and top 
magazines. Get strong local tie-in 
with colorful, free display materials. 
Now’s the time to call your Lowe 
Brothers distributor or write 

THE Lowe BrotHers CoMPANY, 
Dayton 2, Ohio 


LOWE BROTHERS 
PAINTS 


51 on Coupon, page 94. 








For more paint profits . . . 


Promote Specialty Lines 








PH ae 


PAINT SPRAYERS are rented by Thompson's as part of their pro- 


gram to increase consumer sales. 





ss 


APPLICATION ADVANTAGES of new paint line are pointed out 


to housewife by Bob Dyer, center, manager of Thompson's paint 


department. 


Aims to Double Consumer Sales 


Tennessee dealer will use newspaper ads and TV to sell 


advantages of specialty paint line. 


By concentrating on one line of 
paint and promoting it hard through 
both distributor and consumer 
channels, the C. E. Thompson Lum- 
ber Co., Memphis, Tenn., hopes to 
double its paint sales this year. 
Last year, the Memphis firm sold 
12,000—15,000 gallons. 

The advantages of the principal 
paint line sold by Thompson for the 
past 14 months have been well ad- 
vertised in Thompson’s ads, direct 
mail pieces, a booth at the Mid- 
South fair and personal calls on the 
trade by Bob Dyer, manager of 
Thompson’s paint department. 

“Until this year,” explains Dyer, 
“‘we had worked mainly through the 
architect and builder. This year we 
want to go after cosnumer business. 
We know that housewives like the 
decorative advantages of Plextone, 
along with its durability and ease 
of application. 

“In order to help the homeowner 
do his own painting, we intend to 
advertise paint sprayers, drop 
cloths and other painting acces- 
sories needed for a complete do-it- 
yourself job. 

“We know we have lost some paint 
jobs because the contractor’s bid 
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was too high. A good many people 
prefer to do their own work and we 
plan to give them all the advice and 
help possible in our store.” 

Thompson also serves as a dis- 
tributor for Plextone in a 50-mile 
radius. Shipments from their head- 
quarters cover the entire state of 
Arkansas and part of Tennessee and 
Mississippi. 


Promotional punch. One ad 
mainly text with a photograph show- 


BOOTH DISPLAY 
was used by Thomp- 
son at Mid - South 
Fair to attract both 
dealer and consum- 
er customers. 


ing a commercial job furnished by 
Thompson and explaining the ad- 
vantages of Plextone, resulted in 
five telephone calls before 10:30 the 
following morning. Four of these 
calls resulted in sales. 

“Painters and contractors called 
that I didn’t even know existed,” 
declared Dyer. 

The manufacturer pays a share 
of Thompson’s paint advertising 
budget and a national TV campaign 
soon underway will plug Thompson 
as the exclusive distributor in the 
Memphis area. Direct mail pieces 
written especially for the architects, 

(continued on page 70) 
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Pegged to 


today s home 














Naturally Beautiful 


ee 


Furniture by M. Singer and Sons. Photo by Hedrich-Blessing 


nlaid walnut pegs, inserted at the factory, give 
Bruce Ranch Plank the casual charm of an expensive random-width floor. 


9 


Appeal is enhanced by the plank effect of alternating 24%” and 3” width strips 
with beveled edges. The finish is rich medium dark, factory-applied for beauty, 
durability and economy. Bruce Ranch Plank is installed like any strip flooring, 
but there’s no expense of on-the-job sanding and finishing. 
Write for color booklet. See our catalog in Sweet's Files. 


~~ 
E. L. BRUCE CO. Gruct) Memphis 1, Tenn. 











For more paint 
profits .. . Cultivate 
the Professional 


E 


OF OVETON 


®lLeReser 











PAINT MANAGER Frank Arrant 
(right) poses with assistant 
amid expansive paint display 
room at Highland Lumber Co., 


Fayetteville, N. C. 


Complete Line Offered to Contractors 


Three different paints and sliding discount rates help 


bring record business to small-city dealer. 


To gain the nod from professional 
painters, interior decorators and 
others who use or specify paint for 
big-ticket commercial uses, you 
have to stock the most complete 
paint supplies in town. 


RESERVE STOCK BINS, such as one above 
at Highland Lumber, hold 1,152 gallons 
of paint. Quarts are stored in another 
binned area, plus large stocks on display 
floor. 
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That was the objective and the 
basic solution of Frank Arrant 
when he took the job of building 
up the paint business of Highland 
Lumber Co., Fayetteville, N. C. 
Within six years he has built a 
thriving paint business with about 
$45,000 paint inventory today, turn- 
ing over four to five times a year. 

To please the professionals, says 
Arrant, you must handle at least 
two lines of branded paints. Any 
dealer who sells $15,000 worth of 
paint should have more than one 
line, he says. Highland sells three 
lines—one an economy paint, plus 
two competing quality lines. One of 
the latter includes a new electronic 
mixing unit which matches any 
color through punched-card for- 
mulas. 


Field contact. The “plums” 
which come to a large paint depart- 
ment are large commercial projects, 
institutions and residential tracts. 
To capture these, manager Arrant 
continuously calls upon architects 
and interior decorators. 

Discounts. There are six or 
seven major paint contractors in 
town who get the bulk of the big 
jobs. These contractors can buy as 


dealers from Highland. Other pro- 
fessional painters, of course, are en- 
titled to 10% professional discount. 

The consumer trade is profitable 
because it is sold at full markup. 
But Arrant discourages calls to 
homes for counseling on individual 
cases; he generally is successful in 
luring individuals to the store for 
color section. He will recommend 
interior decorators and painters to 
consumers where possible. ‘The 
bulk of our business remains with 
the professional,” he says. 

Together with the paint depart- 
ment, Arrant heads up Highland’s 
contract hardware department. The 
two go hand-in-hand when bidding 
on commercial, industrial and in- 
stitutional jobs, he explains. 

James Wilson, one of Highland 
Lumber’s partners, said that Ar- 
rant’s paint department was one of 
the major reasons why 1957 profits 
for the company held up well despite 
a drop in overall sales volume. 
“Paint is definitely a_ well-paying 
department if you have a specialist 
such as Arrant,” he said. Before 
joining Highland, Arrant was a 
paint contractor himself. 

The Fayettevilie case indicates 
that there are many similarly-sized 
communities where opportunity 
awaits the dealer who can find an 
experienced paint man to cater to 
the professional paint trade. 


March 3, 1958, AMERICAN LUMBERMAN AND 











Wooster MagiKoter® 


Heres How rollers sell more paint 


Oj ora 








> 
; \, Sto 
/ 1 if a 
Like I’ve been tellin’ you, a guy doesn’t come in here Show him a Wooster MagiKoter Roller. “With this,” you 
thinkin’ about paint or rollers. He’s concerned about how say, “it’ll look like a painter did it.” Then ask him what he’s 


his job’s gonna look. So you sell him some paint and start paintin’, Smooth surface? Sell him Fabric “X”®, Rough? 
shakin’ it. “How are you puttin’ it on?”, you ask. Woostron®. And for stipple effects, sell him Texture. 














Tell him, “This rugged, lightweight, new Jet frame has Get this Wooster RollerKade from your distributor. Put 
guaranteed nylon end caps — covers are easy on, easy off, it in the paint section and you’ve got a complete, well- 
can’t possibly freeze.” He gets the best paint job ever. Brags. organized roller department. Feature-packed MagiKoter 
Soon, everybody says you've got the best paint in town. Rollers sell themselves ... and they sell lots of paint! 


All you need to carry is just three Wooster roller 
covers — you'll get maximum turnover with a 
minimum inventory ... and more paint sales. 


Wooster soe aii 


WOOSTER, OHIO 
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For your profit and your cus- 
tomers’ satisfaction, TAMMS is your 
No. 1 painf seller! Indoors or out, it 
does a top quality job . . . handles easily, 
saves money, looks beautiful — in white and 
a rainbow of colors. 
To Help You Sell... 
Tamms Paints are advertised in 
LIFE, and SAT. EVE. POST 


Tamms STR ETC H 
FLAT LATEX PAINT p 


A really first class flat 
latex paint that sells at 
a low price, gives you a 
fast turnover and a very 
healthy profit. In white 
and 10 colors for all 
interior surfaces. 


Tamms 1 VP Vinyl Plastic 


All-Purpose PAINT 
Fast-moving, high profit, all- 
purpose paint . . . simply 
reat for hard-to-cover sur- 
aces, indoors and out. Resists 
industrial fumes, salt and 
acid-air. Won't yellow or fade 
on cement, stucco, cement 
blocks, asbestos siding, asphalt 
siding and roofs — plaster, 
plasterboard or any interior 
surfaces. 12 ready-mixed and 
12 inter-mix colors and white. 


Tamms SILA-TEX 


TEXTURE PAINT 


Always a good seller—makes 
cracked, old ceilings and 
walls look like new. Seals 
Cracks, Covers, Decorates in 
one fast, easy job. Mixes 
instantly with water—sets up 
slowly for easy texturing. 

12 ready-mixed and 12 inter-mix 
colors and white. 


Write for details, prices ond 
promotional materials! 


Ham mS ircesicis co 


228 North La Salle St. « Chicago 1, Ill. 
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For more paint profits ... 


Investigate Color Mixers 








New Machines 


“SPECTRO-MATIC" made by Rockcote is dis- 
tributed by W. P. Fuller & Co. and leased to 
dealers in |! western states. This exhibit was at 
the recent California Retail Hardware Associa- 
tion, San Francisco. 


Ce@e.erener 


“COLOROBOT" distributed by Martin-Senour 
automatically delivers colorants in quart to five- 
gallon cans when special formula punched cards 
are inserted in the slot. 


“COLOR CAROUSEL" machines are distributed 
by Standard-Toch. This automatic paint mixing 
machine will handle quantities of a pint through 
a gallon. It rents for $30 a month. 
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Give You Color Galore 


Automatic paint mixing machines 
(see page 58) are gradually being 


Standard-Toch machine will handle 
down to a pint up through quart 
and gallon containers and will color 


sel” is rented for $30 per month 
under a three-year contract. 

Rockcote's “Spectro - Matic.’ 
This machine, which also offers an 
almost limitless choice of colors, 
mixes all interior and exterior fin- 
ishes in pints, quarts, gallons and 
five-gallon containers. Nine color- 
ants in the machine deliver 1/16 oz. 
to 4 oz. of color into the gallon base. 
Rockote is distributing its machines 
through 18 different paint manufac- 
turers. The machines are leased to 
dealers on a four-year contract at 
about $30 per month. 


introduced into the retail lumber 
Profit factor. How much busi- 


ness is necessary to make use of an 
automatic paint mixing machine 
(continued on page 70) 


dealer’s salesroom. These machines, all types of paints from flat to 
combined with well-trained person- enamel. Several controls regulate 
nel and a complete line of paints the exact amount of pigment issued 
and accessories are helping dealers into each can. The “Color Carou- 
increase their paint profits. 

Dealers interviewed by American 
Lumberman invariably reported in- 
creased sales since installing a 
paint mixing machine. In some 
cases sales were more than doubled. 

There are several types of auto- 
matic paint mixing machines on the 
market. The value of each of these 
machines is that they cut paint in- 
ventory to a minimum and make 
accurate, more convenient and fast- 
er color matching possible. There 
are never any dead colors as mixing 
is done as ordered. 

Fast, accurate color matching has 
a powerful sales appeal to both the 
contractor and consumer, especially 
the housewife. 

Some of the automatic paint mix- 
ing machines are available on a 
leased, franchised basis; others are 
sold outright to the dealer. Among 
the leading machines are Martin- 
Senour’s “Colorobot”; Toch-Stand- 
ard’s “Carousel” and the Rockford 
(Ill.) Paint Manufacturing Com- 
pany’s ‘“Spectro-Matic.” 

Martin-Senour's “Colorobot." 
This machine operates by means of 
color-coded punched cards. Colors 
available in all interior and exterior 


\ 
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N O’WAR 


ULTRA SPAR 


MARINE VARNISH 


finishes. The principal colors— 
green, two intensities of yellow, 
black, purple, two intensities of red 
and blue—are added to paint al- 
ready in the quart, gallon and five- 
gallon cans to achieve the desired 
shade. Note that a quart is the 
smallest unit and five gallons the 
largest unit that Colorobot will 
handle. 

The manufacturer states that 
Colorobot can produce over 7,500 
colors. The system permits color 
modifications with as many as three 
colorants in any given formula. 
Space occupied by the machine is 
2% x 4%. Dealer’s price for the 
Colorobot is $3,200. The size of the 
dealer’s franchised area is deter- 
mined following a survey of his 
market potential. Martin-Senour 
currently has 160 Colorobots in use 
throughout the country. 

Standard -Toch's "Color Ca- 
rousel." This machine operates on 
a mechanical electronic principle. 
It is interesting to note that the 
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@ Proved by tests—Tough Man O’War finish has 
successfully withstood the following severe tests: 
Over 10 hr. in 5% caustic soda; 4 hr. in 5% ammo- 
nium hydroxide; 2 hr. in a 32% sulfuric acid solu- 
tion: 7 hr. in boiling water; and 4 hr. in motor oil 
at 200°F. After each test Man O’War Marine Varnish 
displayed its original toughness and high gloss! 


@ Proved by performance—Originally developed 
for marine use, sleek, durable Man O’War quickly 
became a favorite in boatyards, gave the decks of 
oceangoing ships ideal protection against foot traffic, 
and was used by boatowners for protecting mahog- 
any and other fine woods. So well does it withstand 
the effect of salt water, sun, cold, rain, spilled oil, 
and battery acids that Man O’War has set standards 
by which all marine varnishes are now measured. 


Perfect for boats, garden furniture, doors, store fronts, floors and countless other uses. 
You'll discover it sells on its reputation. It’s advertised in Better Homes and Gardens 
and Popular Mechanics, and five other national magazines. And you get point-of-sale 
display panels, circulars and brochures that do a real selling job in your store. For fast 
profits, better turnover, and lower inventory requirements, start selling Man O’War 


Ultra Spar Marine Varnish today! 





MAIL COUPON > 


Name 


McCLOSKEY VARNISH CO., Dept. 715, 7600 State Rd., Phila. 36, Pa. 


Have a McCloskey salesman call on me at once 
Send me a free sample—! am considering handling Man O'War Ultra Spar Marine Varnish in my store 


Title 





Company 





Address 

















Circle No. 31 on Coupon, page 94. 








For more paint profits . . 


Try These Sales Ideas 











WINDOW DISPLAYS 
don't have to be elab- 
orate to attract atten- 
tion and stimulate the 
urge to buy. Use of 
manufacturer - supplied 
materials can give even 
the smallest window a 
professional look. 





ourtesy Sherivin- Williams 


Four Ways to Increase Paint Sales 


© Try a simple window display 
® Group related products 
® Sell color 


¢ Use a wall for dramatic 


display 


Ra en 


SELLING COLOR is the No. | job of every 
dealer selling paint. And the No. | appeal 
is to the housewife. The right selling tools 
takes the guesswork out of color matching. 


News note: “The paint industry 
expects sales this year to equal, if 
not better the record of $1,6000,- 
000,000 volume of 1957 .. . the main- 
tenance requirements of the nation’s 
55,000,000 homes and the growing 
popularity of the do-it-yourself 
trend are important reasons for the 
indistry’s cheerfulness.” 


Will you get share of the 
above market? 

Paint accounts for 7% of a lum- 
ber dealer’s net profits, according 
to an American Lumberman survey. 
It is a natural tie-in sale for a high 
percentage of building materials. 
And the net profit per sale can be 
well above average, too, with a little 
merchandising skill. 

Unfortunately, too many dealers 
have let paint sales fall into the 
hands of competitors. They have 
taken paint for granted, taking or- 
ders rather than merchandising the 
product. 

Regardless of the size of your 
paint department, there are several 
easy steps a dealer can take to im- 
prove his paint sales. You will find 
these illustrated in the adjoining 
columns. 

The one focal point that every 
dealer should stress is COLOR. Both 
your newspaper ads and your store 
displays should emphasize that your 
place of business is the color head- 


your 


town, that you 
color. This means that 
both your paint department and 
your ads should have a definite 
feminine appeal. 

Make sure that your paint de- 
partment is equipped with the latest 
manufacturers aids to promote color 
matching. The national-branded 
(continued on page 70) 


quarters in can 


match any 


WALL ARRANGEMENT is simple and easy 
to do, yet is bound to attract attention 
and promote sales. 
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What makes latex paint dry so fast? 


A. In latex paint, a solid resin replaces slow-drying oils. 
A dry film is formed in approximately thirty minutes or as 
long as it takes the water to evaporate. Any factors such 
as temperature and humidity which affect water evapora- 
tion will affect drying time. Latex paints can be applied 
successfully in any weather, however, and are ready for a 
second coat in about four hours. 


You'll find it pays to tell your customers why latex paints 
are out-performing all others. Tell them latex paints rinse 
right out of brush or roller because they are diluted with 


water. And, once the water has evaporated and the tough 
latex film is formed, they'll stand up to repeated scrubbings 
without losing their fresh color and beauty. 


Send now for your free copies of our new booklet that 
answers all your customers’ questions about latex paints. 
Sell with the facts and you'll 

sell more latex paints. THE 

DOW CHEMICAL COMPANY, Plas- 

tics Sales Department 2110D, 

Midland, Michigan. 


YOU CAN DEPEND ON 
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WAYS TO INCREASE SALES 


(begins on page 68) 





paint products are backed by sales 
aids that will help the dealer do a 
good promotional job inside and out- 
side the store. Nationally-advertised 
brands have consumer acceptance, 
but they still require strong pro- 
motion on your part to make this 
national advertising work for you. 

Again, this is where the supplier 
can help, not only with sales tools, 
but with prompt deliveries, which 
will enable the dealer to keep his 
paint inventory down. The end re- 
sult is up to the individual dealer, 
who must reflect the excitement of 
the product he is promoting. 


GROUPING RELATED PRODUCTS at the 


point of sale is appreciated by the cus- 





NEW PAINT MACHINES 


(begins on page 66) 





profitable? One manufacturer calls 
$4,000 the break-even point. An- 
other supplier says that a dealer 
who buys a minimum of $7,500 an- 
nually can make profitable use of 
the machine. A sliding discount in- 
centive system starting with 2% for 
purchases of $5,000 or more is of- 
fered by one supplier. 

The automatic paint machine 
does not replace qualified paint per- 
sonnel. It will not make a good 
paint department out of a bad one. 
But it will provide a selling point 
that will show dollars and cents 
profit. 

(If you wish more information 
about these automatic paint mix- 
ing machines, write American 
Lumberman, 139 North Clark 
Street, Chicago 2, Illinois.) 





DOUBLE CONSUMER SALES 


(begins on page 64B) 





contractors and hotel owners and 
other special groups are mailed 
regularly. Dyer follows these up 
with personal calls. 

Thompson is just starting to place 
more emphasis on consumer paint 


cellent untapped market here. This 
is how Dyer explains early consumer 
reaction : 

“They like the durable finish and 
one-coat coverage of this paint. 
They also like the advantages of 
one-coat application. People are 
looking for something easy to ap- 
ply, yet durable and decorative and 
they’ve got it here.” 





NEW COLOR CENTER 


(begins on page 58) 





plaster are hard on bristle brushes. 
The 6” width is the most popular. 

The paint department occupies 
about 400 square feet at one end of 
the store away from traffic at the 
main customer counter. Separate 
tickets are written on paints and 
accessories in this department, 
which has its own phone. This de- 
partment also has its own cash 
drawer, so it is possible to know 
from day to day exactly how paint 
sales are running. In addition, the 
department keeps a running paint 
inventory. 

The high-styled chairs in the 
paint and wallpaper department 
have caused many favorable com- 
ments. Some of the store executives 
were afraid that paint contractors 
would look down their nose at these 
“sissy stools,”’ but they took to them 


tomer and is bound to increase sales. 


advertising, feeling there is an ex- 


as enthusiastically as the women. 








Your Advertising Message on 


Harbil’s 


; 1 NEW SALES STIMULATOR 
— SIGN-MASTER! 
Paint Shaker 


seis 


HERE'S WHAT YOU GET: 


\a\ \8\ (ch 


._ The World Famous 
Twin Cradle, Vibra- 
tionless HB-7 Paint 
Shaker PLUS a com- 
plete set of brrght red 
and white plastic let- 
ters that snap into 
Stainless Steel Strips 
to form eye-catching 
sales messages! 


$12.90" 


Wheeling 


ingen AN 


*Standard HB-7 (without alphabet) $119.50 
HUNDREDS OF SLOGANS AND ADVERTISEMENTS POSSIBLE: 
THIS SHAKE MEANS Thanks for Coming In 


FACTORY FRESH to See Us! 
PAINT! 


“Not at all, Miss Spinsterly! Nothing’s 
too good for a clerk who suggests ‘‘ScoTcH’”’ 
Brand Masking Tape with every paint sale!”’ 


PAINT BRUSH 
0 Value 
Special $2.49 


Write Dept. AL-10 for Illustrated Brochure 
ot bil ag C Wheeling Rd. & Exchange Ct. 
arp Ge We Wheeiing, itinois 


Circle No. 42 on Coupon, page 94 Circle No. 43 on Coupon, page 94. 
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PLEXTONE 


ide Book 
Color Card Color Guide Boo 








, Newspaper 
Ad Mats 
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PLEXTONE 
{hae —) t int a ene 
Cra im A Wet Pain 


ec 


Sign 


b ff 
lextone! 


Color-Flecked Textured Paint 
—— 


Odorless-type, fast-drying Plextone eermemenne anes 
usually needs no primer, makes no _ PLEXTONE 
spray dust; can be used indoors or out- i Se ) 
doors. It is available in 12 basic col- be 

ors, in quarts and gallons. You have =m YOUR NAME 
more advantages to sell, and mark-up 
is impressive. What’s more, Plextone 
gives you powerful selling tools for a 
effective identification, exciting dem- a 
onstrations, and profit-pulling ad- PLEXTONE 
vertising. Sell with Plextone. You get cca ae 
more to sell...more to sell with! Indoor Sign 


Outdoor Sign 








PLEXTONE Corporation of America 
ererrtiiiined 2116 McCarter Highway, Newark 4, N. J. 


E : 
PLEXTONE Please send information on the profitable Plextone dealer program. 


Name ic 








TR iccctce: 





; PLEXTONE | 


EE LMP I A RN 





cay 
| Demonstrator Spray House Window Decals City a Zone mee ons 


mene 














PLEXTONE CORPORATION OF AMERICA: NEWARK, N. J. * LOS ANGELES « DISTRIBUTORS IN PRINCIPAL CITIES 
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Paint and Accessories wi 


is 


Stops House Paint Peelin 

Drivents are said to dry moist walls 
forever and stop house paint peeling. 
Drivents ventilate walls so condensa- 
tion from home heating system and 
soaking rains will dry out through the 
insect-proof Drivent holes that circu- 
late drying air currents without cool- 
ing the walls, says maker. Made of 
aluminum, Drivents are practically in- 
visible and will not interfere with 
future painting and scraping, it is 
said. No drilling necessary, simply 
drive in with hammer. Wilder Indus- 
tries, Dept. AL, Concord, N. H. 

Circle No. 201 on Coupon, page 94. 


Push-Button Spray Unit 


A new push-button spray unit for 
retouching surfaces of all Delta and 
Walker-Turner industrial power tools 
is announced. Spray and container 
weigh 12 ounces. The spray is high- 
quality gray enamel color-blended to 
match the finish of both Delta and 
Walker-Turner industrial tools. It is 
designed primarily for covering nicks, 
scrapes, scratches, chips and spots 
and for prevention of rust on exposed 
surfaces. Delta Power Tool Div., Rock- 
well Mfg. Co., Dept. AL, 482 N. Lex- 
ington Ave., Pittsburgh 8, Penna. 

Circle No. 202 on Coupon, page 94. 





2-in-1 Spray Enamel 
The outstanding feature of Dual 
Spray Enamel is that multi-color 
spatter effects can be obtained in 
addition to the conventional spray fin- 
ishes. This is possible through the use 
of a special spatter tip, which can be 
interchanged with the conventional 
spray tip on the spray can. Terrazzo 
tile, confetti, spatter linoleum, are 
just a few of the effects that are pos- 
sible to obtain with the spatter tip. 
Available in 12 colors plus gloss and 
flat white, gloss and satin black and 
a clear gloss. Elliott Paint & Varnish 
Co., Dept. AL, 4523 W. 5th Ave., Chi- 
cago 24, Ill. 
Circle No. 203 on Coupon, page 94. 
(continued on page 74) 








: SATIN FINISH @ 


BEHR-LAG 


HA05 ~ panaes — ven? 


For Interior Woods 


Dual-Purpose Product 


Deglosser, says maker, 
first removes all grease, 
oil, grime and dirt and, 
second, it leaves the sur- 
face “deglossed” and ready 
for painting. Savogran 
Co., Dept. AL, 25 Hunt- 
ington Ave., Boston, Mass. 


Circle No. 204 on Coupon, page 94. 
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Kwik-Change Frame 

A quick-changing paint 
roller frame permits roller 
changes with a flick of the 
wrist. Can be used with 
practically any industrial 
roller cover. Thomas Prod- 
ucts, Dept. AL, 8490 Lyn- 
don, Detroit, Mich. 


Circle No. 205 on Coupon, page 94. 


Raylon Line 

A mixture of rayon and 
nylon (Raylon) in proper 
balanced sizes and gauges 
provides a 100% tapered 
synthetic bristle brush, 
says maker. Pittsburgh 
Plate Glass, Dept. AL, 
3221 Frederick, Baltimore. 


Circle No. 206 on Coupon, page 94. 


Behr-Lac, a new wood 
finish, protects wood with 
a beautiful coating. Avail- 
able in two finishes, Clear 
Gloss and Satin Finish. 
Linseed Oil Products Corp., 
Dept. AL, 1603 Talbert, 
Santa Ana, Calif. 

Circle No. 207 on Coupon, page 94. 
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USE GENUINE MACK PARTS 





Makes us wince to think about it. Truckers 
who’ll take a sweet piece of equipment—their 
Mack—and water down its efficiency with any 


old replacement parts. 


When we build a Mack, the parts we put in 
are the best our engineers can make or buy. 
Sure...other parts may “fit the hole’... 
but there’s only one that will do the job the 
way it should be done—the one you get when 
you order “Genuine Mack Parts.” 


Just keep reminding yourself. You operate 
the world’s best trucks when you own Macks. 
Keep ’em that way with the world’s best 
parts... made by Mack. ..made for Macks. 
Mack Trucks, Inc., Plainfield, New Jersey. 
In Canada: Mack Trucks of Canada, Ltd. 


5645 


MACK 
first name for 


TRUCKS 


EVERYWHERE A MACK GOES...THERE ARE MACK PARTS... AND MACK SERVICE 
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Circle No. 26 on Coupon, page 94. 73 








NEW PRODUCTS 


(begins on page 72) 





Colored Aluminum Paint 


A new heat refiectant aluminum 
paint is available in colors for roofs 
and siding. Trade-named Sipes Luma- 
Tint, it is offered in eight outdoor col- 
ors that will waterproof, insulate, 
decorate and preserve practically any 
type of surface, claims maker. It is 
recommended by the manufacturer for 
application over asphalt and asbestos 
shingle roofs and siding, built-up com- 
position roofing, concrete, corrugated 


steel, stucco, etc. Used full strength 
as it comes from the can. James B. 
Sipe & Co., Dept. AL, P. O. Box 8010, 
Pittsburgh 16, Penna. 

Circle No. 208 on Coupon, page 94. 


on your next order 


QUALITY YOU CAN SEE 


Beautiful eye-catching matched 
grains and uniform texture that 
harmonize with any interior decor. 
Precision-graded to NOFMA 
Standards. 


QUALITY YOU CAN FEEL 


Properly seasoned and accurately 
milled to a smoothness not ordi- 
narily found in the "run-of-the- 
mill" flooring. Requires a minimum 
of sanding—saves labor and 
money. 


QUALITY THAT ENDURES 


Made from the finest of Oak 
from the Missouri Ozarks to with- 
stand many years of hard wear. 





Yes, try OZARK BRAND 

Oak Flooring on your next order. 
Your customers will be 
delighted with its fine quality 
and unusual beauty. Like many 
of our accounts, you will enjoy 
repeat orders. Your order 

will be shipped promptly. 
Flooring is carefully bundled 
for safe clean arrival, easy 
unloading and easy handling. 


One order will convince you, 


Write, phone, or wire us collect for quotations and delivery on any of 
your oak flooring needs, 


The OZARK OAK FLOORING COMPANY 


BISMARCK, MISSOURI 


PHONE 115 


As 
Berect i 


spray?%- 
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New Design for BVI Sprayer 
Completely redesigned, the new 
model of the BVI Electric Paint 
Sprayer has a housing of deep char- 
coal brown, with orange and chrome 
accents. A 24-ounce paint container 
designed especially for the new model 
blends with the smooth lines of the 
housing. The BVI Sprayer has a built- 
in motor—just plug in, pull the trig- 
ger and spray paint, enamel, varnish, 
mothproofers, garden sprays, insecti- 
cides. Graduations on the paint con- 
tainer make it easy to measure 
liquids. Burgess Vibrocrafters, Inc., 
Dept. AL, Grayslake, III. 
Circle Ne. 209 on Coupon, page 94. 


Pro Roller Frame 

A big step in the development of 
labor-saving painting tools is its new 
aluminum, non-streaking professional 
roller frame, says maker. Called the 
Pro Roller Frame, it features nylon 
to nylon bearing surfaces. Lifetime 
guaranteed end cap bearings and bush- 
ings of Zytel nylon stop metal wear 
and paint streaking, it is_ said. 
Equipped with a long nap Woostron 
cover, the frame can cut painting time 
on rough surfaces by as much as 75%, 
states maker. The Wooster Brush Co., 
Dept. AL, Wooster, Ohio. 

Circle No. 210 on Coupon, page 94. 


Seals and Satin Finishes 


Just one stroke of a brush and new 
Instant Wood Seal fills and satin fin- 
ishes all in one operation, reports 
maker. Drying in less than 20 min- 
utes, this new transparent coating is 
perfect for application over bare or 
previously finished woods—furniture, 
woodwork and floors—it is said. It can 
also be obtained in a pale gloss as well 
as in the satin finish. Both products 
are available in pint, quart and gallon 
sizes. Sapolin Paints, Inc., Dept. AL, 
205 E. 42nd St., New York 17, N. Y. 

Circle No. 211 on Coupon, page 94. 
(continued on page 76) 
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plan a concrete future with 


CLINTON WELDED WIRE FABRIC 


Today’s modern lumber companies often provide 
other construction materials besides the usual lumber 


products—for instance, ready-mix concrete. 


These new operators have discovered that they 
can give concrete added strength by reinforcing it 
with Welded Wire Fabric. They find that the fabric 
helps concrete resist the heaving and cracking caused 
by moisture and temperature changes. 


WHEN THEY ASK... 


"au 


SAY YES... WITH 


Amarillo + 
Portland + 


THE COLORADO FUEL AND IRON CORPORATION—Albuquerque * 
Lincoln (Neb.) * Los Angeles * Oakland * Oklahoma City * Phoenix - 
WICKWIRE SPENCER STEEL DIVISION—Atlanta * Boston 


BUILDING PRODUCTS MERCHANDISER 


Billings * Boise * 
Pueblo + Salt Lake City 
Buffalo + 
CF&l OFFICES IN CANADA:—Montreal * Toronto * CANADIAN REPRESENTATIVES AT: Calgary 


Should a crack develop, the fabric holds the con- 
crete tightly together, preventing moisture and earth 
from entering and expanding the crack. The extended 
life and minimum maintenance costs of reinforced 
concrete more than offset its slight extra cost. 

Carry a few rolls of Clinton Welded Wire Fabric 
on your trucks—a short explanation to your custom- 
ers about the advantages of reinforced concrete will 
result in a surprising number of on-the-spot sales. 


CLINTON 


WELDED WIRE FABRIC 


THE COLORADO FUEL AND IRON CORPORATION 


Kansas City 
Wichita 


El Paso + Ft. Worth * Houston * 
San Leandro * Seattle * Spokane * 
Philadelphia 

Winnipeg 


Butte * Denver + 
San Francisco * 
New York * 
Vancouver 


New Orleans + 
Edmonton * 


Chicago * Detroit + 


Circle No. 28 on Coupon, page 94 








NEW PRODUCTS 


(begins on page 72) 





Pool & Patio Paint 


A durable rubber base enamel, 
called Pool ’n’ Patio, is designed to 
withstand extreme wear and is an 
ideal finish for surfaces ranging from 
swimming pools to factory floors, says 
maker. The chlorinated rubber built 
into this unusual paint makes it suit- 
able for showers, basement walls and 
floors, filling stations, masonry steps 
and other metal or concrete surfaces, 
it is said. No special primer is needed 

-Pool ’n’ Patio acts both as a primer 
and finish coat, claims manufacturer. 
Available in seven popular colors. 
The Lowe Brothers Co., Dept. AL, 424 
E. Third St., Dayton 2, Ohio. 

Circle No. 212 on Coupon, page 94. 





TRIPLE- 
LOCK 


Also 
furnished 
in Ring 
Shonk and 
Straight 
Shank 


All Deniston nails 
can be shipped in 
either 50 Ib. or 
100 Ib. sturdy 3- 
ply corrugated col- 
or-board cartons 
with hand grips 
for easy handling. 


DENISTON 


“LEAD-SEAL’ 


Nails for 
galvanized and 
aluminum 


roofing 


Deniston’s quality ‘‘ Lead-Seal’’ 
metal roofing nail with ‘Triple- 
Lock”’ is heavily zinc-coated for pro- 
tection against rust. It insures a 
permanent seal through which no 
moisture can penetrate, because 
when the hammer strikes the nail 
(not the lead), the ‘“‘bump”’ and the 
lead are forced through the metal 
sheet, the sheet springs back over 
the ‘““bump’’—this solidly locks to- 
gether the nail, lead and sheet. 

Ask your jobber or write to us 
direct for descriptive circulars and 
price information . . . no obligation. 


31 Years of Quality Nails 


THE DENISTON COMPANY 





49th & South Western Avenue 


Chicago 9, Illinois 


IN CANADA: EASTERN STEEL PRODUCTS CO., LTD., PRESTON, ONTARIO 
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Circle No. 29 on Coupon, page 94. 


Tinting System 
A new multi-purpose counter dis- 
play in connection with the introduc- 
tion of its new tinting system for both 
powdered and liquid water-base paint 
products is available from the Rear- 
don Co. The display centers around a 
stock of the unbreakable plastic tubes 
of tinting colors packed in eye-catch- 
ing gold foil cartons. It also serves as 
a color card showing the 40 top fash- 
ion colors obtainable with the new 
tinting system and as a stock dis- 
penser. The Reardon Co., Dept. AL, 
7501 Page Ave., St. Louis 14, Mo 
Circle No. 213 on Coupon, page 94. 





oy weoWOOD STAM 


Olympic Sales Banners 

New banners for window, aisle, over- 
the-counter, or in conjunction with 
displays of Olympic Stain are an- 
nounced. They are especially designed 
to stimulate spring, summer and fall 
sales. Olympic Stained Products Co., 
Dept. AL, 1118 Leary Way, Seattle 7, 
Wash. 

Circle No. 214 on Coupon, page 94. 


Concrete Adhesive 
New Wilhold Concrete Adhesive Ad 
mix, when mixed with cement, makes 
it easier to trowel, makes _ floors 
smoother, longer lasting and easier to 
paint, says manufacturer. Excellent 
for repairing cement floors, drives, 
walks, brick steps, stone walls or to re- 
surface walls with new textures, floors 
with colored cement, or fill cracks in 
concrete, it is said. Wilhold Products 
Co., Dept. AL, 678 Clover St., Los 
Angeles 31, Calif. 
Circle No. 215 on Coupon, page 94. 
(continued on page 78) 
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For distinctive paneling... 
suggest RED CEDAR 


for any interior decorating theme— from Early American to Modern 
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RED CEDAR — distinctive . . . and practical. 
Distinctive because Red Cedar features beautiful 
coloring and grain. And practical because of its 
high insulation factor, as well as an exceptional 
resistance to swelling or shrinkage. 

In either knotty or clear grades, Red Cedar takes 
paints, varnishes or stains readily with handsome 
results. 

In construction work, for siding, sheathing and 
subflooring, suggest Red Cedar. This strong, 
weather-resistant, even-textured wood is used wher- 
ever durability and non-warping are important. 
And it is carefully dried, assuring accurate sizing 
and improved working qualities, insuring lower 
maintenance costs. 
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Write for FREE illustrated Facts 
Folder about Red Cedar to: 
WESTERN PINE ASSOCIATION, 
Dept. 701-D, Yeon Building, 
Portland 4, Oregon. 


‘Western Pine Association 
| member mills manufacture these woods to high 
| standards of seasoning, grading and measurement 


A : Idaho White Pine - Ponderosa Pine - Sugar Pine 
White Fir - Incense Cedar - Douglar Fir + Larch 
| Red Cedar-Lodgepole Pine- Engelmann Spruce 


Today's Western Pine Tree Farming Guarantees Lumber Tomorrow 


Circle No. 30 on Coupon, page 94. 





What's Your Answer? 


(Answers on page 80) 
What factor cost a number of 
midwest dealers a drop in their 
business during 1957? 


What vacuum cleaner doubled its 
sales in 1957? 


What percentage of noise will 
acoustical tileboard soak up in a 
recreation room? 

Which manufacturer is offering 
you a $25 free advertising allow- 
ance to announce yourself as its 
new roofing dealer? 


which 


Name the three “plums” 
) large 


come to Frank Arrant’s 


TW&J Ponderosa Pine 
is high altitude, 

old growth, 

finest quality 

stock suitable 

for millwork 
manufacturing, 
residential 
construction 

and industrial use. 


paint department and how does 


he capture them? 


What makes latex paint dry so 
fast? 


What two old-fashioned words 
tell the fundamental principle be- 
hind the Glaser success? 


Which sales aid can enable you 
to give your customers five help- 
ful pointers on common mistakes 
in painting? 

What did a Florida dealer do to 
capitalize on the advantages of a 
newly-installed paint mixing ma- 
chine? 

What is the purpose of Welded 
Wire Fabric? 


PWest's largest producers of Ponderosa 
Pine with 10 mills in the heart of the High Sierra 
Ponderosa Pine belt to serve you. 


Tarrer.Werster & Jounson. Ine. 


P.O. BOX 3498 
San Francisco 19, California 


PRospect 6-4200 


Circle No. 27 on Coupon, page 94. 
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NEW PRODUCTS 


(begins on page 72) 





Prime-coated Soffit Panel 

A prime-coated soffit panel available 
in 16”, 24” and 30” widths eight feet 
long is offered by the Upson Co. Three- 
inch vent holes covered with heavy 
gauge rustproof screen are cut out of 
the panel, making it ready to nail into 
place. The product is known as Upson 
primed all-weather soffit panel. The 
Upson Co., Dept. AL, Lockport, N. Y. 

Circle No. 216 on Coupon. page 94. 





Cover for Basement 
Window Well 

A Plexiglas bubble canopy, similar 
to those used on military aircraft, has 
been developed for home use as a pro- 
tective cover for basement window 
wells. Called the Accro-Dome, the 
transparent canopy is a device which 
allows full light passage while keep- 
ing window wells dry and clean, free 
from rain and snow, as well as leaves 
and paper that hold moisture and cre- 
ate stagnant odors. Made of weather- 
resistant Plexiglas acrylic plastic, the 
Accro-Dome measures 44” wide, 22” 
deep and 11” high. It is secured to the 
basement window well by wire clamps. 
Accro Plastics, Dept. AL, 3272 W. Ful- 
lerton Ave., Chicago 47, III. 

Circle No. 217 on Coupon, page 94. 
(continued on page 84) 
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The MAN with the MONEY 


hammers out Profits by using 
Quality Lumber! 





Let’s say your lumber customer (the Man with the Money) 
specializes in cabinetmaking and precise finished carpentry. He 
has several good reasons for specifying KD Ponderosa from South- 
west Lumber Mills! 

For one thing, his reputation depends on the appearance of 
his work .. . he needs kiln-dried lumber that won’t shrink or warp 

. won't bleed through paint or varnish. And, to conserve time 
and maintain his profit margin, he must use lumber that’s soft- 
textured and easy to work . . . precision milled to exact dimensions 

. free of surface flaws. 

The Man with the Money knows he can depend on the premium 
quality of the lumber that’s end-stamped with the “Indian Sign.” 
Stock Southwest Brand products, and you'll be a man with money, 
too! @ 

Here's the kind of qualit 

Ponderosa Pine lumber 

e the fine, soft texture of high-altitude timber 

e kiln dried e precision milled e¢ brand identified 
e clean, bright appearance ; waxed ends 

e consistently graded e carefully handled and loaded 
e speedy, dependable delivery the year ’round 

I} 


1at's the kind of lumber and service Southwest de 


SOUTHWEST BRAND PONDEROSA PINE LUMBER 
Made to please the Man with the Money—your customer 


Southwest 


LUMBER MILLS, INC. 


General Offices: P.O. Box 908, Phoenix, Arizona 
Mills at Flagstaff and McNary 











SIDING e« SHEATHING 
SUB-FLOORING 

ROOF DECKING 
PANELING 

INTERIOR FINISH 


BUILDING PRODUCTS MERCHANDISER Circle No. 32 on Coupon, page 94. 





Like a Sheriff 

needs his e 

gun... We x2 
Ay ata 





Like an Engineer 
needs his 
Slide rule... 





That’s how a Merchant needs 
this ‘‘problem solver”’ 
when he sells by 


Self-Selection 





New Equipment 


Abrasive Machine 

The Speedbelt 12” is a 
handy abrasive belt ma- 
chine for sanding, finish- 
ing and polishing of small 
wood, plastic and metal 
parts. Timesaver Sanders, 
Dept. AL, P. O. Box 7446, 
Robbinsdale Station, Min- 
neapolis 22, Minn. 


Circle No. 218 on Coupon, page 94. 


The Lumber King 

A new delivery truck, 
called the Lumber King, 
affords over 21’ of usable 
load space on a chassis 
with a wheelbase of only 
154”. DeKalb Commercial 
Body Corp., Dept. AL, De 
Kalb, Ill 


Circle No. 220 on Coupon, page 94. 





The Mult-O-Matic 


Automatic multiplica- 
tion, addition and subtrac- 
tion through one simple 
control and a set of 10 
numeral keys are offered 
on the Mult-O-Matic. Vic- 
tor Adding Machine Co., 
Dept. AL, 3900 N. Rock- 
well, Chicago 18, III. 

Circle No. 219 on Coupon, page 94. 


Delta 8" Jointer 
A new lower-priced, big- 
ger-capacity 8” jointer 
features a long, 66” bed 
and an all-enclosed modern 
steel stand. Delta Power 
Tool Div., Rockwell Mfg. 
Co., Dept. AL, 480 N. Lex- 
ington, Pittsburgh, Penna. 
Circle No. 221 on Coupon, page 94. 
(continued on page 82) 


Monarch Model ‘‘20’’ Dial-A-Pricer 
price-marks varied lines—small lots! 


Users refer to Monarch Price-Marking as “an 
absolute necessity in self-service selling.” Model 
“20” price-marks from dial-set bands of rubber 
NO TYPE SETTING REQUIRED! New 
settings of price (plus stock or other selling in- 
formation) are made in seconds. Get the full facts 
on how you can Protect profits . . . Create conti- 
dence . . . And make sure each sale is at correct 
price with accurate Monarch Price-Marking. 


SENSO LABEL... 
Pressure sensitive... 
requires no moistening 
. . . adheres to fiat 

or curved surfaces. 


Fill eut the coupon, attach to your letterhead and mail for complete information. 


The MONARCH Marking System Company 
216 South Torrence Street, Dayton 3, Ohio 


I am interested in a Monarch Model 20 Dial-A-Pricer price- 
marking machine. Send me information on it—without obligation. 


NAME 





TITLE 





Circle No. 33 on Coupon, page 94. 
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What's Your Answer? 
(Questions on page 78) 

Competitive cash-and-carry operations. See AL 
survey, page 12. 
Regina Electrikbroom. See ad, page 21. 
75%. See AL quiz, page 46. 
Kaiser Aluminum & Chemical Sales. See ad, 
pages 10-11. 


(1) Large commercial projects, (2) institutions 
and (3) residential tracts, which he captures by 
continuously calling on architects and interior 
decorators. See article, page 64-D. 


A solid resin, which replaces slow-drying oils. 
See ad, page 69. 


Hard work. See article, page 52. 


An illustrated booklet prepared by DuPont paint- 
ing experts on “How to Choose and Use a Paint- 
brush.” See ad, pages 60-61. 


Staged a special meeting for painting contrac- 
tors to introduce the new machine. See article, 
page 58. 


It gives concrete added strength by reinforcing 
it. See ad, page 75. 
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MENOMINEE INDIAN MILLS 
Neopit, Wisconsin 
Air-dried QUALITY LUMBER Kiln-dried 


GRIFFIN HINGES 


} 


\\\\ 
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For handsome appearance during life-long 
hinge performance. A full line of top- 
quality butts in all popular finishes. 
———— Your customers deserve fine hardware. 
~__.. Why not handle Griffin hinges? 


— GRIFFIN MANUFACTURING CO., ERIE, PA, ———— 


SINCE 1899 anaes 


OF Oe aay ae — 
i) i | 


®@ Does it have vinyl plastic inserts 
on all four lengths of the Z bar? 


@\Is it really one-inch aluminum 
throughout? 


®@ Does it have 16 welds, making 
the door as strong as a single piece 
of metal? 


@ Are the glass and screen inserts 
locked in with vinyl plastic? 


@ Is there a drip cap header to elimi- 
nate water collection in the door? 


you can make 
MORE MONEY 
selling Minerva 





ee ee 
COMPANY 
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A Do-It-Yourself 
“NATURAL” 


that’s taking the 
country by storm 


& COLUMNS 
GIVES HOMES THE 
MILLION DOLLAR LOOK AT 
BREAD & BUTTER PRICES 


Insist upon Heavy-duty Versa 
Railings & Columns...imitated 
but never duplicated. 


SELF-SELLING complete floor display 
unit and merchandising pack- 
age of display cards, literature, 
planning charts, order blanks, 
instruction sheets and news- 
paper mats furnished FREE 
with initial order. 

Write Today For Information 

VERSA PRODUCTS COMPANY, 

Lodi 1, Ohio 


Send details of Versa-Railing program to: 


Firm. 
Address. wnowe 
ee iiniaiercniennineniniiinice 


= 
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Jobber 


Circle No. 61 on Coupon. page 94. 
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NEW EQUIPMENT 


(begins on page 80) 





Ford's New Trucks 

A new line of heavy-duty trucks 
haul payloads up to 20% greater and 
have 30% more horsepower than the 
biggest trucks Ford made previously, 
it is announced. The new line has been 
designed to meet the specialized needs 
of the heavy-duty truck market for 
both long-distance hauling or off-the- 
road operations. It includes a wide se- 
lection of heavy-duty tilt cab, conven- 
tional and tandem models ranging 
from 25,000 to 51,000 pounds GVW and 
50,000 to 75,000 pounds GCW. Ford 
div., Ford Motor Co., Dept. AL, South- 
field Road at Rotunda Drive, P. O. Box 
608, Dearborn, Mich. 

Circle No. 222 on Coupon. page 94. 


Cab-Forward Truck 

Fast, easy servicing through use of 
a tilting mechanism is one cf the out- 
standing features of Mack’s new cab- 
forward N series. Accessibility to the 
engine is quickly achieved through a 
spring balance arrangement, which 
permits the cab to be tilted forward 
and returned by a touch of the hand. 
Positive safety locks are provided to 
secure the cab firmly in both raised 
and bedded position, states maker. In 
tilting the cab, it is unnecessary to 
disconnect instruments or controls 
since these are all electrical, it is said. 
Mack Trucks, Inc., Dept. AL, 1355 W. 
Front St., Plainfield, N. J. 

Circle No. 223 on Coupon, page 94. 


Telescoping Conveyor 


New Wilkie Conveyors are available 
in two or three telescoping cantilever 
sections. The first section rests on the 
floor dock or truckbed, the telescop- 
ing sections may be extended with an 
easy, 10-pound pull, says maker. The 
two-section model extends up to 18’; 
the three section up to 30’. The ab- 


sence of legs beneath the extended 
sections make this unit easy to ma- 
neuver inside the body of trucks; first 
section is supplied with casters if re- 
quired. Capacity is as high as 100 
pounds per foot. Wilkie Co., Dept. AL, 
5520 Arch St., Philadelphia 39, Penna. 
Circle No. 224 on Coupon, page 94. 


Portable Drafting Machine 

A new-design portable drafting ma- 
chine, so compact that it can be folded 
jackknife-style to fit in the pocket 
when detached from its dr: wing board, 
is being introduced for use in home, 
office, classroom, workshop and in the 
field. Called Draftette, the precision 
instrument is now available attached 
to a portable drawing board that fits 
easily into a briefcase. The unit takes 
the place of T-square, ruler, protrac- 
tor and triangles, says maker. David 
Miller & Associates, Dept. AL, Box 
572, Beverly Hills, Calif. 

Circle No. 225 on Coupon, page 94. 


Fleetside Pickup Truck 


Fifty per cent more load space for 
hauling bulky cargoes is provided by 
Chevrolet’s new advanced style Fleet- 
side pickup trucks, which have boxes 
more than two feet wider and slightly 
deeper than present models, says 
maker. Offered in 644’ and 8’ box 
lengths, the three new models com- 
bine modern sculptured styling with 
improved body durability. Outstanding 
features of the new design are a more 
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rugged double-wall side construction, 
6442” slam-fit tailgate, with end 
wedges to minimize side panel deflec- 
tion under load, integral type fenders 
with wheelhousings that bolt to the 
floor for greater rigidity and corrosion- 
proof, non-skid, hardwood floors with 
steel stripping. Chevrolet Motor Div., 
Dept. AL, General Motors Bldg., De- 
troit 2, Mich. 
Circle No. 226 on Coupon, page 94. 
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Easy Way to Install Cabinets 


Hanging cabinets with a_ Little 
Buddy installation stand is as easy as 
A-B-C, says maker. The stand is 
easily adjusted to the approximate 
height required by raising or lowering 
the center post. Bringing the cabinet 
to the exact height and in perfect 
alignment is accomplished by adjust- 
ing three leveling screws. The Little 
Buddy holds the cabinet plumb, level 
and true while it is being fastened to 
the wall, it is said. Little Buddy Prod- 
ucts Co., Dept. AL, 813 First Ave., 
P.O. Box 186, Rock Falls, II. 
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INHERENT IN HARDWARE by R-W 


Quality is a much used word... often a much mis-used 
word. Products, of any type, have to be designed and 
manufactured to rigid standards to earn the “quality” 
label. In the heavy-duty hardware field, one brand has 
earned and retained the ‘quality’ label for over 77 
years...Richards-Wilcox. This reputation has been 
earned only through R-W's years of ''designed-for-the- 
job” engineering and rugged construction which assures 
“built-in” to each piece of 


Circle No. 227 on Coupon, page 94. 





The R-W line of hardware 
includes the following 
products: 

@ “"LOCK-JOINT" Track and 


Electronic Burglar Alarm 


A low-cost burglar alarm, the Mark 
16 is a nine-pound device which oper- 
ates on the same principles as the 
U. S. Air Corps proximity fuse. Any- 
thing in a store or office can be pro- 
tected so that lights, alarms, or other 
devices are activated merely by the 
approach of the human body to within 
a short distance of the object being 
guarded. Completely portable, the de- 
vice need not be located near the safe 
or file being protected. It may be con- 
cealed behind a panel or on a shelf 
below the cash register, as pictured 
above. American Research Products, 
Dept. AL, Sorrento, Fla. 

Circle No. 228 on Coupon, page 94. 
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Hangers for doors of all 
sizes and weights. 

@ R-W Weatherproof Barn- 
door Track and Hangers. 

® Latches, Hasps, Door 
Bolts, Flush Pulls, Door 
Handles, Stay Rollers, 
Binders and Floor Guides. 

@ Hinges in a broad assort- 
ment of types and sizes. 

® Studding Sockets. 

® Complete hardware sets 
for sliding doors. 

® Complete line of Fire Doors 
and Fire Door Hardware. 

@ industrial Doors and 
Hardware of all types. 

® Electric Operators for all 
types of doors and gates 
... whether they swing, 
slide or fold. 


We 


for complete information. 
Request Catalog No. 100-R. 


customer satisfaction 





MANUFACTURING COMPANY 


“A HANGER FOR ANY DOOR THAT SLIDES" 


226 W. THIRD STREET 





Circle No. 37 on Coupon, page 94. 


that an inherent quality is 
R-W hardware. This “quality” will 
too... yes, for steady turnover, top profits and complete 
sell R-W hardware..... 


QUALITY LINE at the RIGHT PRICE. 


“pay-off” for you, 


the 


rs nl 


1035 HINGE 


MaAROWARE 
_MLECTRIC OPERATORS | 
Wade or cach sther 


— 


AURORA, ILLINOIS 


Branches in Principal Cities 











Appalachian Hardwoods are recognized 
everywhere for their fine natural qual- 
lties—soft texture, easy workability and 
attractive graining. Let the foremost 
concerns in this column supply you with 
dependable quality, well-manufactured 
Appalachian Hardwood products. Con- 


sult them on your next requirements. 





*Cherry River Boom & Lbr. Co., Richwood, W. Va. 


Appalachian Hardwoods, Flooring, Planing Mill 
Products. Glued Dimension. 





Wood-Mosaic Corp., Louisville 9, Ky. 


White and Red Oak, Walnut, Poplar, Basswood, 

Beech, Cherry, Mahogany and Lavan Lumber. Do- 

mestic and imported Veneers. Hardwood Flooring— 

Oak and Maple Strips and Laminated Block and 
Special Pattern Flooring. 





*Hamer Lumber Sales, Inc., Kenova, W. Ya. 


Exclusive Sales Agents for 
J. P. Hamer Lbr. Co., Inc., Kenova, W. Va. 
Hamer Lbr. Corp., Appalachia, Va. 
Manufacturers Appalachian Hardwood Lumber 





*Member Appalachian Hardwoods 


Manufacturers, Inc. 


always specify 
APPALACHIAN HARDWOODS 


Circle No. 62 on Coupon, page 84 
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NEW PRODUCTS 


(begins on page 72) 





Prefab Fireplace 


Called the Vitroliner Open Hearth 
Fireplace, a new prefab fireplace will 
be sold as a complete unit together 
with the Vitroliner prefab chimney. 
Many new features have been incor- 
porated, including the use of a refrac- 
tory lining in the fire box. The fire- 
place base, fire box, hood and stack 
are of 16-gauge rolled iron. The com- 
plete packaged fireplace includes the 
Vitroliner prefab chimney. Condensa- 
tion Engineering Corp., Dept. AL, 
3511 W. Potomac Ave., Chicago 51, III. 

Circle No. 229 on Coupon, page 94. 


Home Incinerator 


A new smokeless-odorless gas in- 
cinerator that disposes of household 
trash and garbage is announced. De- 
signated the Supreme model (No. 
SSO-8), it features modern, smooth- 
line styling suitable for kitchen or 
utility room as well as garage or base- 
ment. The incinerator has a_ pilot 
safety button and automatic clock- 
timer on the appliance-type back 
panel, which is trimmed in chrome 
and ice blue and accented by the all- 
white background of the unit itself. 
The pilot access opening, thermi-jet 
gas burner, pull-out ash drawer and 
grate shaker handle are located be- 
hind a front access panel. The Majes- 
tic Co., Inc., Dept. AL, Huntington, 


nd. 
Circle No, 230 on Coupon, page 94. 


7 CROSS 
SECTION 


Taper-Tightness Feature 

Taper-tightness is the quality fea- 
ture of the Teco wedge-fit split ring 
connector used in the construction of 
trussed rafters. Conforming grooves 
are precision cut in adjacent faces of 
joining members with the Teco groov- 
ing tool, enabling the taper-tight ring 
to slip into position quickly without 
damaging the wood fibers at the 
groove’s edge. Taper fits to a clear- 
ance of less than 1/32” between the 
ring and the groove, producing tighter 
joints, reducing truss deflection, it is 
announced. Timber Engineering Co., 
Dept. AL, 1319 18th St., N.W., Wash- 
ington 6, D. C. 

Circle No. 231 on Coupon, page 94. 


. ese . 
Aluminum Railing Units 
Do-it-yourself packaged aluminum 
railing units for patios, breezeways, 
doorways, porches, stoops and room 


dividers come completely assembled 
with all necessary accessories, ready 
for erection. They are anodized, rust- 
proof, durable and easily and quickly 
installed, says maker. They come in 
lengths of 24”, 30”, 36”, 42”, 48”, 60”, 
66” and 72”. Package unit standard 
height is 31”. Other heights built to 
specifications. The Engineer Co., Alu- 
minum Rail Div., Dept. AL, 75 West 
St., New York 6, N. Y. 
Circle No. 232 on Coupon, page 94. 


Offers Nylon Latch Bolt 


Lockwood Hardware Mfg. an- 
nounces the availability of its resi- 
dential series of cylindrical lock and 
latch sets for interior doors with 
nylon latch bolts. This type of bolt is 

(continued on page 86) 
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» POTENTIAL 


e PROFIT 


a sturdy plastic case. Case and 
file have handy hang-up hole for 


Cz Rotary Mower file comes in 


2D PRO MOT j oO N safe, convenient storage. 


All good reasons to order the Nicholson or 


' a , 
Black Diamond Rotary Mower file right now! ii: aad waepiaadeaals 


Potential — There were 5 million rotary mowers 
in use at the start of last year. There are hun- 
dreds of thousands more now. And you can sell 
a file with every rotary you sell this year. 


Profit—A dozen Rotary Mower files costs you 
$7.84. A dozen retails for $11.76. Your profit 
is $3.92. And remember—this is a fast turnover 
item all season long. 


Promotion — Frequent ads in The Saturday Eve- 
ning Post. And there will be dominant space 
and dominant advertising in Popular Science and 
Popular Mechanics. There'll be farm magazine 
ads, too. In addition, we're giving this the full 
Hardware Week spotlight treatment. 


Your regular Nicholson or Black Diamond hard- 
ware distributor has the Rotary Mower file now. 


Order now for delivery in time for Hardware 


Week profits. 


remove blade trom 


come in this colorful counter dis- 
play. They won't stay there long 
if you let this self-merchandiser 
sell for you in good locations. 


ww 


Mow Your Lawn 


WITH A 


SHARPER BLADE / 


disconnect the engine 
spork plug if electric 
unplug cord 


tor damage 


file equal amounts off 
bevels on each cutting 
edge following orginal 
angie 

> 


— 
_——s 








ROTARY MOWER FILE 


NICHOLSON FILE COMPANY, PROVIDENCE 1, RHODE ISLAND > 


(In Canada: Nicholson File Company of Canada Ltd., Port Hope, Ontario) 
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“IT PAYS: fi: 
TO SELL 


GRIFFIN 


) 


HACK: *=, 


Perhaps 
you ve never 
seen a really 

“Gay Blade" in 
your store... 
maybe you don't 
know just how 

good our GRIFFIN 
Blades are. Take a 
minute ond look at 
what these 

blades have to offer 


EACH BLADE — 
Clea 


ed 


EACH BLADE — 


Marked for Front End 


EACH BLADE — 
Top Quality 


EACH BLADE — 
Painted, Looks Good 
No Rust, No Scale 


ALL BLADES — 


Factory Guaranteed 


Ask your jobber for 
GRIFFIN HACKSAW BLADES, 
COPING SAW BLADES, SCROLL 
SAW BLADES; or write for 
additional information and 
dealer prices. 


G. W. GRIFFIN COMPANY 
Franklin, New Hampshire 
Sales Representatives 
John H. Graham & Co. Inc. 
hu. 05 Duane Street, New York 8, N. Y. 
Circle No. 63 on Coupon, page 94. 
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NEW PRODUCTS 


(begins on page 72) 


| 
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REMODELING ADS 


(begins on page 48) 





optional and is furnished only when 
specifically ordered. Among its advan- 
tages, Lockwood lists reduction in 
frictional resistance and a quieter, 
smoother latching action. Lockwood 
Hardware Mfg. Co., Dept. AL, Fitch- 
burg, Mass. 
Circle No. 233 on Coupon, page 94. 


Low-Cost Attic Fans 


Two new attic fans are part of the 
manufacturer’s 1958 Rancher line. The 
motor is already mounted in place and 
the installer need only perform the 
proper wiring. Both one and two 
speed motors can be specified. Mount- 
ed in a_ horizontal position and 
specifically designed for homes with 
low-pitched roofs, the fans may be in- 
stalled with as little as 30” clearance 
between attic floor and roof, says 
maker. Available in two sizes, the 
24” blade diameter style moves 4750 
cfm per minute while the 30” size 
moves 6409 cfm. Each has a % hp 
motor. Lau Blower Co., Dept. AL, 
2027 Home Ave., Dayton 7, Ohio. 

Circle No. 234 on Coupon, page 94. 


Jiffy Sawhorse Brackets 


Jiffy Sawhorse Brackets enable 
workmen to set up sawhorses on the 
job without using nails, screws or 
bolts, it is said. Assembly and kd are 
quick and storage takes little space, 
maker says. The welded steel brackets 
are used with 2 x 4s for legs and a 
2 x 4, 6, 8, 10, or 12 for the crossbar. 
Each zinc-plated set of two brackets 
is packed in an attractive carton suit- 
able for counter or window display. 
Grand Haven Stamped Products Co., 
Dept. AL, Grand Haven, Mich. 

Circle No. 235 on Coupon, page 94. 





the job; how you display 
and stock the latest in 
materials. 
Build confidence in your 
remodeling operation. In 
the typical community, 
only the lumber dealer can 
mention his many years in 
business, his general 
standing in the commu- 
nity, his experienced em- 
ployes with extensive ex 
perience, 
. Stress easy terms, no mon 
ey down, so much a month 
for the typical job. 
Lead off in the top of the 
ad with a major remodel- 
ing project, but in- 
clude other home improve- 
ment packages with small- 
er illustrations, copy and 
monthly payment terms. 
This layout method will 
broaden the ad’s appeal 
and suggest the range of 
projects you can handle. 


The layout on page 48 
employs materials for Ameri- 
can Lumberman’s ADservice 
Catalog Nos. 1 and 2. Free 
catalogs are on re- 
quest. 


also 


available 





Recommended Reading for Lumber Dealers: 


THE 

\merican 
FUTURE Lumberman 
OF woop 


(Weyer- 
haeuser 
Timber 
Cempany 
Report) 


This far-reaching report on the future market 
and supply ef lumber centains new information 
vital to plans of every lumber and building 
products dealer 





AMERICAN LUMBERMAN 
ROOM 2000, REPRINTS 

139 NORTH CLARK STREET 
CHICAGO 2, ILLINOIS 


Enelesed is 


please send me 


of 

return mail 
WAME. 
COMPANY 
ADDRESS 


CITY 
STATE__ 
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SELL MORE, 
MAKE MORE 


with MID-STATES’ 
COMPLETE LINE 


of Field and Poultry Fence 
Barbed Wire, Steel Posts 
Gates, Poultry Netting 
Automatic Baler Wire 
Hardware Cloth 
Nails 


MID-STATES 


STEEL & WIRE COMPANY 
CRAWFORDSVILLE, INDIANA © JACKSONVILLE, FLORIDA 








Circle No. 39 on Coupon, page 94 
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SET No. 52 


for Picket Gates 


Rugged, double acting Picket Gate hardware is made to stand 
heavy abuse. Furnished in complete sets that include heavy 
zinc plated riveted pintle strap hinges (34” wide—*%" thick—6” 
long). Latch and strike measures 34” wide x 13” long. All nec- 
essary mounting screws packaged in envelope with hardware. 
NO. 50 BARN DOOR AND GATE LATCH 
For single acting gates up to 2” thick. Installs in a 
1” hole. Heavy cadmium plated 34” Rod Latch 
Bar is gravity operated—no pins, springs or nuts. 
Handles will not freeze. Extra strike holds gate 


open. Mounting screws in package. + ae 
SET No. 50 





-/2/F7 IDEAL BRASS WORKS, INC. 
250 E. 5th Street, St. Paul 1, Minnesota 


Circle No. 40 on Coupon, page 94. 
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CONCEALED 
HARDWARE 

THAT MAKES FASHIONABLE 
FOLD-AS|DE doors 
POSSIBLE ANYWHERE 

IN THE HOME 








Insist om 


0) 

The first name in 
FOLDING DOOR HARDWARE 
CABINET HARDWARE 
SLIDING DOOR HARDWARE 
ACME APPLIANCE MANUFACTURING CO. 


ACME BUILDERS HARDWARE DIVISION 
200 E. RAILROAD AVE. 
MONROVIA, CALIF. 


© Acme Appliance Mfg. Co. 1958 


Circle No. 4] on Coupon, page 94. 





announcins 


_— 


OA a5 RO ota 











Here’s your chance to win national and local recognition 
as one of the top U. S. lumber dealers, plus useful prizes, 
simply by telling what you do to sell home improvements! 


e HOME IMPROVEMENT, maintenance and addi- American Lumberman’s 1958 Dealer Achievement in 
tions, comprise a market which U.S. Dept. of Com- Home Improvement Awards contest. 


merce figures indicate should total more than $12 

sities af, 1086 ° WHO IS ELIGIBLE TO ENTER? Every lumber 
; and building product dealer in the U.S. is eligible 

Home Improvement Council now offers every dealer to enter this contest. 

the support of a nation-wide campaign to capitalize RT ee 

on this huge market. HOW TO ENTER: The contest is simplicity itself 


. all you do to enter is fill out the entry blank, across 
the page, and mail it to American Lumberman. 





To call attention to this opportunity and the poten- 
tial it offers for the sale of building materials, Amer- 
ican Lumberman is sponsoring awards and offering AWARDS: A total of four (4) national, and ten (10) 
prizes for special dealer achievement in the sale of regional awards will be made. 


home improvements. f . 
PRIZES: Ist Prize—a complete home planning cen- 


e YOUR 1958 SALES PROGRAM CAN WIN! The ter for your store. 2nd Prize— Stereo Realist Camera 
methods you now use, or plan to employ this year outfit. 3rd Prize—complete set of ADservice ad mats. 
to sell home improvements may win national recog- 4th Prize~Home Maintenance & Improvement direct 
nition and local publicity for you as an entry in the mail package, one year’s service for 100 prospects. 


EVERY WINNER GETS THIS RECOGNITION! 


1 Full national coverage in American Lumberman. important local business factors such as bankers, 


‘ a : realtors, etc. 
2 News release sent to dealer association of which 
award-winner is a member. A beautiful award certificate suitable for framing. 


3 Local presentation of award with resultant news- A miniature reproduction of award certificate for 
paper publicity. use in advertising. 


4 Local mailing, covering facts and basis for award, Subsequent feature editorial treatment of winner's 
to winner’s suppliers, contractor customers and to operations in issues of American Lumberman. 








~ ‘First Award 


FOR DEALER ACHIEVEMENT 


biti hh vewlaioumus 


PRESENTED TO 


TWeme x 





for outstanding performance 
in promoting HOME IMPROVEMENT 


SPONSORED BY 


Sis te 
wuaguan SCPsege— 











DEADLINE )FOR ENTRIES: June 30, 1958 


JUDGES: Fred C. Hecht, general retail merchandise and sales manager, Sears, Roe- 
buck and Co., Chicago; Don Moore, executive director, The Home Improvement Coun- 
cil, New York and Ivan Foley, prominent New Orleans lumberman. (Mr. Hecht is also 
president and chairman of The Home Improvement Council.) 





OFFICIAL ENTRY BLANK 


We've already made a good start in promoting 
remodeling in our yard. We are now doing the 
AMERICAN LUMBERMAN —— ° 
139 North Clark Street We have become a member of HIC (Home 
Chicago 2, Ii inois Improvement Council) 

We have _____ outside salesmen work- 
ing this market. 
We have a list of qualified contractors, with 
‘ their specialties detailed. 

am to sell home improvement. 

gr P ; We have our own crew of remodeling me- 


Dealer Achievement Awards in Home Improvement 


It’s easy and simple to enter. Check to the right to indicate present services 
you now offer, and then write, below, a brief summary of your 1958 pro- 


chanics. 


HOME IMPROVEMENT SALES PLANS FOR 1958 
We have made a market survey and know 


In 1958, we plan to do the following to sell still more profitable home improvement the best “‘packages"’ to promote. 
We have displays of completed ‘packages,’ 
such as model kitchens. 
We are ready to give estimates promptly 
and accurately. 
We follow up leads supplied by manufac- 
turers. 
We have modern visual sales tools—slides, 
photos, etc., to use on calls, in the store. 
(Just a brief summary in your own words will do. However, there is no word limit. Take all the We offer true one-stop service on remodel- 
space necessary—use a separate sheet, if needed—to give us a clear picture of your 1958 program.) ing—material, labor, financing. 
We have a planning center in our store to 
merchandise remodeling. 
We advertise remodeling consistently. 
COMPANY We display effectively the materials most 
often used for remodeling. 
ADDRESS P 

We call on customers at night in their homes 
to close deals. 


NAME OF INDIVIDUAL 
SUBMITTING ENTRY TITLE 


city ZONE STATE 


e 
eo 
e 
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e 
o 
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* 
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» 
e 
* 
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a 
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New Literature 
Technical Data 


Towmotor Lift Truck. A new four-page folder describes 
in detail the construction and operating features contained 
in the Model 460 Towmotor lift truck. The new lift truck, 
which is available in gasoline, LP-Gas, or diesel models, has 
a load-carrying capacity of 4,000 pounds at 24” load cen- 
ter. Comfort and safety features, plus pertinent specifica- 
ee are depicted in tables and diagrams. Towmotor 
Corp., Dept. AL, 1226 E. 152nd St., Cleveland 10, Ohio. 

Circle No. 236 on Coupon. page 94. 





Model H Fork Lift Truck. A fully illustrated circular 
describes complete operating and maintenance features of 
a new Model H electric fork lift truck. Designated Circular 
37, the two-color, six-page presentation points out how 
peak maneuverability has been incorporated into the Model 
H through exclusive rear-wheel drive and by recessing the 
mast between the load wheels. Offered in capacities from 
1,000 to 2,500 pounds with a 24-volt electrical system. 
Lewis-Shepard Products, Inc., Dept. AL, 125 Walnut St., 
Watertown 72, Mass. 

Circle No. 237 on Coupon, page 94. 


Anchoring & Drilling Devices for fastening anything to 
masonry are described in a new 40-page, pocket-size hand- 
book containing data about some 29 anchoring products, 
along with helpful hints on drilling and typical applications. 
The hig a Co., Dept. AL, 250 Petersville Road, New 
Rochelle, N. Y. 

Circle No. 238 on Coupon, page 94. 


Revised Door Brochure. A new brochure, number 5 (Re- 
vised), dealing with exterior and interior Solid Core Flush 
Doors has been published by AWI. Single copies may be 
obtained free by writing to Architectural Woodwork In- 
stitute, Dept. AL, 332 S. Michigan Ave., Chicago, III. 

Circle No. 239 on Coupon, page 94. 


TO OVERHEAD DOOR MARKETERS! 


The Ambassa-dor Co. — Specialists in the manufacture 
of top quality hardware and track for overhead doors — 
offers a complete line of deluxe hardware and acces- 
sories at attractively low prices. 

Galvanized '‘SLANT-RITE" track construction provides 
a tight seal when door is closed yet eliminates ‘'rub- 
bing'' in operation. Requires only 9'' Headroom. 

_ Rollers are heavy gauge, double tire, steel ball bear- 
ing, grease pre-packed and lifetime lubricated. Guaran- 
teed for five years. 

Oil tempered helically wound steel extension springs 
calibrated to your door weight requirements. 

Sheaves: galvanized with greased packed ball-bearings 
for longer life. 

Cable: aircraft, galvanized (10 to 1 safety factor). 

Hinges: Sturdy 8'', 12 gauge hollow pin rivet hinges, 
galvanized ond graduated for easy operation. 

Corner bracket: heavy steel crow-foot type, designed 
to tie in bottom rail and end stiles and strengthen 
against joint separation — remove strain from bolts. 

Hardware packed in individual plain cartons to re- 
ceive your label or identification. Your own instruction 
sheet can be included in cartons or a ‘'nevtral' sheet if 
desired. 

Special applications available for low headroom, tor- 
sion spring, commercial, industrial or service station in- 
stallations. Write for information regarding electric or 
radio controlled operators and other accessories. 

For complete information and prices, indicate quanti- 
ties you can use . . . include with your inquiry an order 
to ship you a sample set. . . full refund if returned. 


“AMBASSA-DOR CO. 


MANUFACTURERS OF OVERHEAD DOOR HARDWARE 
— FOR OVER 17 YEARS 


P. 0. Box 598, Malvern, Penna., Telephone: Malvern 4659 
Circle No. 65 on Coupon, page 94. 








Steel Doors and Frames. A new 8-page catalog on its 
complete line of steel doors and frames is announced by 
Steelcraft Mfg. Co. Fully illustrated with charts, photo- 
graphs and descriptive drawings, the catalog features: new 
door design, commercial/residential doors and frames, com- 
mercial/industrial doors and frames, residential closet doors 
and hardware. The Steelcraft Mfg. Co., Dept. AL, 9017 
Blue Ash Road, Cincinnati 42, Ohio. 

Circle No. 240 on Coupon, page 94. 


Alcoa Architectural Stocks. A new version of the “Alcoa 
Architectural Stocks” catalog, produced for dealers, archi- 
tects and contractors, replaces a 1954 version. Where prac- 
tical, items are shown full size, along with dimensions and 
other pertinent data necessary for designing, ordering and 
fabricating. Installation details, procedures and suggested 
specifications are included for most of the products. Alumi- 
num Co. of America, Dept. AL, 1501 Alcoa Bldg., Pitts- 
burgh 19, Penna. 

Circle No. 241 on Coupon, page 94. 


Consumer Data 


Deft Wood Finish. Two new folders describe the advan- 
tages of Deft Wood Finish. One folder, entitled “What’s 
so Different about Deft?”, is a cartoon quickie designed 
to give dealers the full story of Deft Wood Finish, quickly. 
It has 24 pages with a short message and a cartoon on 
each page. The second Deft folder is a beautiful two-color 
consumer piece. Desmond Bros., Dept. AL, 1826 W. 54th 
St., Los Angeles 62, Calif. 

Circle No. 242 on Coupon, page 94. 


Plastic-Finished Wallpanels. A new catalog illustrates 
and describes the maker’s entire line of predecorated hard- 
board panels, tongue-and-groove planks and blocks, and 
Marlite Korelock, a rigid hollow-core paneling that is 
applied directly over framing or furring without backing 
materials. Marsh installation accessories and moldings to 
match or harmonize with the panels are listed and illus- 
trated. Marsh Wall Products, Inc., Dept. AL, Dover, Ohio. 

Circle No. 243 on Coupon, page 94. 


Why not take aii of the “S 
opportunity to become a 


Distributor. You can qualify if you have 
salesmen calling on builders and if you 

have display space. If there is no exclusive 
Modern Maid Distributor in your territory, 

you will be given every consideration. Write today! 


See the full-color pages 257 thru 260 in the 
fALER PRODUCTS FE BJ . “American Lumberman 1958 Dealer Products 
anuary 70 i9s8 File” for further details. 


SEE OUR 
CATALOG: 
PAGES ‘ 
267-260 


TENNESSEE 
; STOVE WORKS 
Circle No. 66 on Coupon, page 94. 
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CONSUMERS Srismers 


PATCHING ~ aad 
PLASTER Patching / 


+++ for cracks, holes Blaster | 


Famous for he 
QUICK SALES 
because it... 


and general repair 





. Needs no sizing. 

. Mixes white in cold water. 
. Knits quickly to old plaster. 
. Will not check or shrink. 


. Does not peel or crack. 


@ Available in 1, 22 and 5 Ib. cartons; 
2, 5, 10, 15 and 50 Ib. paper bags; 100 
and 300 Ib. drums. 


Sales Aids 











——- 
ORDER FROM YOUR WHOLESALER 


OR DIRECT FROM US 


CONSUMERS GLUE CO. 


iS1S N. HADLEY ST $T. LOUIS 6. MO 
Circle No. 67 on Coupon, page 94. 


NEW! 
Read Devil, 


Dragon wae 
Skin’ 
3 gs & 

SANDPAPER 





esosensissoctips deat ellis. as aa 
a ee 


* SANDS * RASPS 
*SMOOTHS... 


Wood, plastics, 
metal 


Red Devil Tools. 


Circle No. 68 on Coupon, page 94. 
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Rolite Window Display 


A new Rolite self-contained display 
uses the actual Rolite combination 
basement and utility window. Multi- 
colored display cards fit snugly into 
the sash, replacing the glass. The dis- 
play shows the three standard size 
steel basement windows and the Rolite 
stacking feature where one or more 
windows can be stacked on top of each 
other without the use of mullions or 
other parts, says maker. This feature 
(patent applied for) is said to make 
the Rolite an ideal utility window. 
Rolite Mfg., Inc., Dept. AL, Newell 
and Cambria Sts., Lancaster, N. Y. 

Circle No, 244 on Coupon, page 94. 


Introduces Nail Boxes 


New nail boxes for its one, five and 
10-pound packaged nails is announced 
by Northwestern Steel & Wire Co. 
The master shipping container for 
these new boxes also has been changed. 
The functional design is in bright red 
on a gray linen-effect background. De- 
signed as an eye-catching shelf item, 
the new boxes replace the black box 
with red and green decoration, which 
had become standard with the com- 
pany. The black box, however, will be 
retained for its bulk nail boxes (25, 
50 and 100 pounds). Northwestern 
Steel & Wire Co., Dept. AL, Sterling, 
Ill. 

Circle No. 245 on Coupon, page 94. 


Imprinted Pens & Pencils 


Imprinted with your name, slogan, 
trademark or ad, Scripto pens and 
pencils can become sensational busi- 
ness builders. Ideal for announcing 
the opening of a new branch or a move 
into new quarters or as a collection 
aid. Instead of a blunt demand for 
payment, use a reminder letter with a 
Scripto enclosed for your customer to 
OK your bill for payment, says maker. 
A Scripto is said to be an ideal award 
for safe workers during your plant’s 
safety campaign. Adgif Co., Div. of 
Scripto, Inc., Dept. AL, P. Box 
4847, Atlanta, Ga. 

Circle No. 246 on Coupon, page 94. 
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BUSTER CRABBE 


DEALERSHIPS 
NOW AVAILABLE! 


Cash in on the 
Pretab Pool that's 
revolutionizing 


the industry! 


a whopping 16 x 32 ft. 


ONLY *1095 RETAIL 


Imagine! You can now offer the public a life- 
time, in-the-ground BIG pool at one-half the 
cost of a new family car! Yet you will actually 
be selling a superior swimming pool. . . 
that outlasts and is far cheaper to buy, build 
and maintain than any type pool on the 
market. (As you know, comparable 16 x 32 ft. 
pools sell at $3500 or more.) 


one 


Our secret? It’s 
struction 


our prefab method of con- 
using “‘wolmanized” panels and 
vinyl liners. The Buster Crabbe Pools can be 
rofessionally installed or erected by the 
stage as a do-it-yourself project. Either 
way, your profit Is great - your potential 
enormous. 


A low 


required. Send for our story . 


four-figure investment is all that’s 


.. NOW! 


2 


dole 


ONE OF THE COUNTRY’S OLDEST 





BUILDERS OF SWIMMING POOLS 


CASCADE POOLS 
812 HIGHWAY 33 © TRENTON 9, WN. J. 
JUniper 7-5555 


Please send detailed information regard- 
ing Buster Crabbe Pools Dealer Franchise. 


NAME 
TITLE 
FIRM 
STREET 


CITY ZONE STATE 
@eeeeeeeeeeeeseeeeeeeeeeese 


e@eeeeeeeeeeeeseeeee 
SPeeeeeeeeeeeeeeees 
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American 
Lumberman 
Classified 
Advertising 





Terms — Cash With Order 

Minimum Charge $7.50 

Rates: 

1 Time —30c per word for each insertion. 
Minimum charge of $1.50 per line. 

3 Times—25c per word for each consecutive 
insertion. Minimum charge of $1.25 
per line. 

Add $1.75 per insertion for blind ads bearing 

box number. 


No agency commission or cash discount 
allowed. 


All ads for classified section must be in Pub- 
lisher's office 14 days preceding date of pub- 
lication. Advertisements are set in uniform 6 
point style. No cuts or special borders al- 
lowed. Replies forwarded without additional 
charge. Count five words to a line and when 
less are specified or used, regular line rate is 
charged. When answering box numbers or 
mailing copy for ads address them to: 


AMERICAN LUMBERMAN, INC. 
139 N. Clark St., Chicago 2, Ill. 
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HELP WANTED 











SALESMEN 

Lumber Broker desires Salesmen soliciting 
lumber yards, handle as side line, obtain in- 
quiries, 50/50 split profit on resulting orders! 
Protected Openings any part Iowa, Nebraska. 
Minnesota, South Dakota, North Dakota, IIli- 
nois, Kansas, Missouri, Wisconsin. Address 
Box B-52, American Lumberman, Inc. 





WANTED 
Experienced salesman by large wholesale 
lumber company for established Hudson River 
territory from White Plains, North. Reply Box 
98-W, American Lumberman, Grand Central 
Terminal, 70 E. 45th Street, Room 2034, New 
York 17, New York. 





SOUTH FLORIDA 
RETAIL YARD MANAGER 


South Florida is experiencing tremendous 
growth which necessitates the expansion of 
our operation. You can enjoy the benefits of 
working for a well established company with 
unlimited promotional opportunities and em- 
ploye benefits. Write in complete details 
your experience in the lumber business and 


personal background enclosing ag pho- 


tograph and mail to Box No. B-20, American 


Lumberman, Inc. 


SALES REPRESENTATIVES 
WANTED 











Sales Representatives. commission basis, to 
handle attractively priced and quality line of 
residential locksets for well established manu- 
facturer selling to lumber, building material 
and hardware trade. Address Box A-47 Amer- 
ican Lumberman, Inc. 





Commissioned Lumber Salesman to represent 
well-rated manufacturer and wholesaler of 
Southern and West Coast Lumber and Ply- 
wood. Exclusive territories open in New Eng- 
land, Middle Atlantic, and South Atlantic 
states. Add our lumber offerings to your pres- 
ent non-related line. Address Box B-40, Ameri- 
can Lumberman, Inc. 


BUSINESSES FOR SALE 











Building Material, Coal and Paint. Average 
last five years—$175,000. Excellent profit rec- 
ord. 35.000 inventory. Best town of fou: 
thousand in western Michig Good { ing 
and resort area. Inventory at cost, reasonable 
appraisal on equipment. ill lease land and 
buildings or sell complete. $25,000 will handle 
for right party. Other interests reason for 
sale. Address Sen A-38 American Lumberman, 
Inc. 

Prosperous building material business in Mich- 
igan's best tourist town. Ample warehouses 
and yard space. Large, modern salesroom. 
Best of prospects. Would prefer to lease land 
and buildings. About sixty thousand will cover 
stock and equipment. Apply Box B-43, Ameri- 
can Lumberman, Inc. 











BUSINESS OPPORTUNITIES 











FOR LEASE in Southwestern Michigan town, 
Population 8000, an established retail lumber 
yard complete with inventory, modern office, 
display room, sheds and uipment. Best lo- 
cation in thriving two yard town with good 
industries, farms, and lake trade. Good rea- 
sons for selling. Address Box B-42, American 
Lumberman, Inc. 





SITUATIONS WANTED 








MACHINERY WANTED 








Millwork experience available, capable of full 
charge, practical factory experience plus esti- 
mating and detailing. Can handle full mill 
— Address Box B-27, American Lumberman, 
nc. 





Aggressive. ambitious, honest manager, age 
34. Outstanding record, creative sales. De- 
sires new challenge and opportunity. $15,000. 
Address Box B-45 American Lumberman, Inc. 





Lumberman, with 8 years’ retail and whole- 
sale nom desires management position. 
Age , college graduate, married. Prefer 
Northern Illinois. Address Box B-46, American 
Lumberman, Inc. 





Bookkeeper—familiar with lumber terms, mid- 
die age, self employed for some time. Like 
distribution yard, wholesale or some manufac- 
turing. Consider other. Address Box B-49, 
American Lumberman, Inc. 


RETAIL LUMBERMAN. Executive experience, 
20 years’ all phases line — building mate- 
rial operation. Sales, purchasing, advertising. 
promotion, construction, FHA, References, Ad- 
dress Box B-50, American Lumberman, Inc. 








Man 65 with 30 years’ experience in lumber 
retail and millwork, able to handle construc- 
tion, retired. wants job in office or outside. 
Tired of sitting around. In extra good health. 
Salary must be rather small to conform with 
retirement laws. Know the business and not 
afraid of hard work and long hours. Address 
Box B-51 American Lumberman, Inc. 





Experienced lumberman wants position man- 
aging wholesale carload business or whole- 
sale distribution yard or Salesman in In- 
dustrial Department. Address Box B-38, 
American Lumberman, Inc. 





MANAGER 
Medium size yard. Desire to relocate in 
Southwest or Rocky Mountain area. 21] years 
experience, 8 years as manager. Excellent 
record, age 45. Presently employed. Address 
Box B-39, American Lumberman, Inc. 
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WANTED 
To buy used pre-finishing or priming unit for 
lumber products, Send full details to Box B-47, 
American Lumberman, Inc. 





LUMBER & DIMENSION 
FOR SALE 








Pine, Cypress, Juniper Lumber. 
Appalachian Oak Flooring. 
Aromatic Red Cedar Closet Lining. 
Zone Building Maintenance Products. 
P. E. Cayton, Edenton, N. C. Phone 3388 





HARDWOOD STICKING STICKS 
For air or kiln-drying lumber. Also ideal for 
fencing. 6 ft. long. 44" thick. 1° to 2’ width 
(most are 2). Average weight each, 2 lbs. 
Used good condition. While supply lasts— 
llc each in trailer truck or carload lots of 
approx. 10,000. F.O.B. Cincinnati, Ohio. ROSE 
BRO COMPANY—1400 HARRISON AVE.., 
CINCINNATI 14, OHIO. 





WANTED — RAILS 











RAILS, New and Relaying, Bought and Sold. 
1000 Good Serviceable Kiln Trucks in stock. 
M. KE. FRANK 
480 Lexington Ave., New York 17, N. Y. 

400 Park Bldg., Pittsburgh 22, Pa. 

105 Lake Street, Reno, Nevada 





RAILS — FOR SALE 











New and reconditioned relaying rails, all 
weights, for dry kilns and other purposes. 


MIDWEST STEEL CORPORATION 
518 Dryden St., Charleston, W. Va. 





For Sale, Lumber. hardware, ranch supply 
business in North Central Nebraska County 
Seat town. Large trade area serves 3 Ne- 
braska counties and has lucrative South Da- 
kota following. Two yard town, has weekly 
livestock auction to pack them in, has new 
swimming pool, and county has voted new 
$350,000 bed hospital to be built this next 
oe. This business was pictured in the Mural 
xposition at Cleveland National Retail Lum- 
ber Dealer's Association, one of 7 so honored 
in Nebraska. Has most traffic in town with 
Post Office adjacent. Reason for selling — 
3 partners can't agree, none with sufficient 
capital to buy out the others so all must 
sacrifice. Invéntory and Fixtures approx. $100.- 
000. With long term lease on Real Estate or 
sale as desired. For more complete details, 
write Box B-44, A i Lumb Inc. 


FOR SALE: To settle estate. Old established 
prosperous Lumber, Feed, Hardware Business. 
On Railroad, own siding. Mrs. A. J. Horohoe, 
Delanson, Sch’dy Co., New York. 











Established retail building material and hard- 
ware store for sale in El Paso, Texas. Recent- 
ly r deled. Outstanding displays. Excel- 
lent reputation. Low overhead. Approximately 
$50,000.00 to handle clean inventory. No re- 
ceivables or real estate. Excellent long term 
lease. Reason for selling is expansion of 
wholesale and construction business and new 
retail outlet elsewhere. Reply Box B-53, Amer- 
ican Lumberman, Inc. 








MISCELLANEOUS FOR SALE 











CARPENTERS APRONS 
Write for prices and information. 


THE MINNESOTA SPECIALTY CO. 
eapolis, Minn. 





DOUBLE YOUR INCOME from your news- 
paper advertising by using our Low Cost 
‘““Timber-r-r’’ cartoons. For FREE ools write 
LILLY ADVERTISING CARTOONS. Box 167, 
Long Beach I, Calif. 





BOOKS FOR SALE 











LEAVER’S OFFICIAL ESTIMATOR 

James W. Leaver “ $15.00 
A comprehensive collection of visual compari- 
son tables which can be used for quick, ac- 
curate results in computing footage in all 
practical variations in sizes of lumber, di- 
mensions and timber used in manufacturing 
millwork, moulding. veneers, boxes, doors and 
other wood specialties. 


AMERICAN LUMBERMAN, INC. 
139 N. Clark St., Chicago 2, Ill. 
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Aemericau Lumberman PROFIT-POINTERS 








Setting the Scene 
for More Hardware Sales 

The jewel-like finish of modern locksets is enhanced 
by a special display idea at Tarzana (Calif.) Lumber 
Co. Manager Terry Mullin has laid a piece of high 
grade broadloom carpeting on a counter-high display 
fixture; above are focussed several floodlights, shining 
down on the carpeting. Various brass and bronze fin- 
ish knobs and escutcheon plates are laid out on the car- 
peting. The effect is similar to that which a jeweler 
creates by laying a ring for one’s inspection on a piece 
of black velvet. 





Customers Here Have Home Comforts 
Plus Quick Service 

There’s no need for a customer to wander aimlessly 
around the yard of Terry Lumber Co., Northridge, 
Calif., looking for a yardman or salesman. Instead, 
customers are directed by signs to a customer service 
area provided with comfortable chairs and shade from 
the California sun. Several yardmen are assigned to 
keep their eyes on this area and serve the needs of cus- 
tomers who come there. The customer service area is 
close to the hardware, molding and finish lumber in- 
ventories, thus minimizing time needed to serve jag- 
lot buyers. 


BUILDING PRODUCTS MERCHANDISER 


Sends "Thank You" Card 

First-time customers at the Valley Yards, Lebanon, 
Oreg., are pleasantly surprised to get a post card in the 
mail with this message from manager Ray Christianson: 

“You recently made a purchase at our store. We wish to 
thank you for stopping in and it is our sincere hope that 
you found everything to be all right. In the future, when 
in need of anything in the building or remodeling line, it 
is our wish that you will remember us. 

“Our stock is complete with lumber, millwork, roofing, 
paints, insulations, plywood, hardware and specialty items 
on order. We are also authorized to process your home 
improvement financing right at our door, which can save 
you a great deal of time and expense. Once more, thanks, 
and we hope to see you again real soon.” 

Christianson says the reaction to the card has been excel- 
lent and new customers are returning time and again. 





CABINET CRAFTSMAN Otto Depping turns the leveling winch on 


his novel off-bear frame attached to bed of his planer. 


Adjustable Off-Bear Frame 
Increases Ancient Tool's Versatility 


A novel and efficient improvement has been added to the 
ancient Cordesman planer in the mill of Eveleth Lumber 
Co. in Reno, Nev. The improvement permits one man to 
use the machine ’ 
without help on the 
off-bear side. 

Otto Depping, cab- 
inet maker and mill- 
wright at the Eve- 
leth Lumber Co., is 
the designer and 
builder of the im- 
provement. He has 
built it of wood in 
the best tradition of 
craftsmanship. 

The improvement 
consists of a wood 
frame eight feet 
long. One end of the 
device is attached to 
the bed of the plan- 
er. Thus, it moves 
whenever the planer 
bed is raised or low- 
ered. 

An arrangement 
of fir triangles, a 
length of sash cord 
and a weight per- 
mits the operator 
easily to level the platform, no matter how the planer bed 
may be adjusted. 

The quality of work produced by the planer is improved 
by the Depping frame, since the material being worked is 
always held perfectly horizontal as it emerges from the 
cutters. 


OFF-BEAR FRAME is always level and 
true because of the arrangement of fir 
plywood triangles. 
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A: i 
Answers tothe RECREATION ROOM QUIZ _ 


ss hetero . T—and a combination blade is prefer- 
able 

. False; furring must be used 

_T. These conditions call for Type | 
waterproof plywood. 

- | _ F. It's advisable to allow a 4" to '/2" 
2 either ceiling or floor, which can be 

covered by a molding. 

- F. Solid vinyl, rubber tile and viny!- . F. also 9/16" on some products Scoring: Excellent, 0-5; Good, 5-10; Fair 
_— . F. average wall temperature is usually 10-15. 

ee sie In preparing questions we acknowledge 

sale -F assistance from the following: Hardwood 
T F Plywood Institute, Hardboard Association, 
' , Insulation Board Association and the Arm- 

ad -2 strong Cork Co. 











PONDEROSA PINE— SUGAR PINE 


Trade Mark WHITE FIR 
DOUGLAS FIR INCENSE CEDAR 
Annual Production 60 Million 


‘ High Altitude, Soft Textured Growth 
wt Modern Moore Design Dry Kilns 
~, Manufacturer and Distributor 


re PAUL BUNYAN LUMBER CO. 


SUSANVILLE, CALIFORNIA ANDERSON, CALIFORNIA 
Sales Office at Susanville, California 
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Now...a display packaging 
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<j Sleeve-protector encloses 
4 
entire compact pockage 





gem that invites sales 
of this quality lockset 


A standout packaging design that is boosting lock 







sales with every dealer that has it on display. 


Shown is the E-Z-SET ‘‘tulip’’ — one of today's 






outstanding designs. No lock can be installed 






faster because it comprises just three pre-assembled 






units with self-aligning thru bolts. Precision engi- 





neered for lasting durability, it is lifetime guaran- 





teed for smooth, trouble free operation. Also, 





matching interior sets in all standard finishes. 























“bubble-pack”’ 


RIM CYLINDER 
NIGHT LATCH 


For rack or counter self- 






selling display. Solid brass, 





5-pin tumbler, latch with 





convenient ‘‘hold-back"’ 





feature. Easy to install. 









Manufacturing Fine Builders Hardware E 






ATIONAL HARDWARE 








CORPORATION 







NEW YORK: Ozone Park 16 CHICAGO: 205 W. Wacker Dr 
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Gain Tax Savings 
from Profit Sharing 


Plan enables New Hampshire dealer to pay 


employe bonuses, whether he makes a profit or not. 


To gain tax advantages John F. 
Chick & Son, Inc., retail lumber deal- 
ers at Madison, N. H. (post office Sil- 
ver Lake, N. H.), abandoned its an- 
nual cash bonus system for employes 
in 1955 and adopted a profit sharing 
plan. 

Under the old plan bonuses were 
paid out of 50% of net profit—after 
taxes—after first deducting 5% of net 
worth of the employer at the end of 
the previous fiscal year. The new plan 
under 401 (a) of the Internal Revenue 
Code calls for payment of 50% of any- 
thing earned—before taxes. Thus it’s 
now possible to pay bonuses without 
the owners making any money on their 
investment. 

The new plan was prepared by 
Profit Sharing Systems, Inc., Man- 
chester, N. H., and is administered by 
three trustees appointed by the em- 
ployer. 

“We thought the employes would 
have more confidence in the system if 
someone outside did the bookkeeping,” 
says George E. Chick, treasurer of 
the lumber company and son of the 
founder. “In other words, if an out- 
side firm said we didn’t make much 
money they’d believe them.” 

There is no extra expense in having 
outsiders do this bookkeeping, for the 
profit sharing firm handles the account 
for the privilege of investing the 
money. 

Although the lumber company’s 25 
employes (three of whom have been 
with the 87-year-old firm over 30 
years) approved the new plan before 
it was installed and fare better under 
it, Chick reports that it has not had 
the stimulating effect on them man- 
agement expected. 

“They seem to prefer to have the 
money in their pockets,” he explains. 
“Perhaps we were oversold on the 
plan because of its tax savings. Per- 
haps we haven’t had it long enough 
for it to prove itself. In any event, we 
bought it because we felt it would 
create loyalty on the part of our em- 
ployes and because we feel that if they 
do a good job they are entitled to 
share in what they earned.” 

Here are some of the important 
provisions: 

Eligibility. All employes are partici- 
pants who have been in the continuous 
service of the employer for the im- 
mediately preceding year. 

Employer contributions. Each fiscal 
year the employer contributes 50% of 
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GEORGE E. CHICK, company treasurer 
totals up the year's net profit—50% of 
which will go into profit sharing plan for 
firm's 25 employes. 


net operating profits after first de- 
ducting 5% of employer’s net worth at 
the end of the previous fiscal year 
unless there has been a net loss in one 
of the three immediately preceding 
years. Provision is made to help write 
off the loss. 

Allocation of contributions. The 
amount of the annual contribution 
credited to each employe’s account 
bears the same relationship as his 
earnings for the year. In the event of 
dismissal, the employer may disqualify 
the dismissed person from receiving 
benefits and the trustees are obligated 
to respect the employer’s wishes with- 
out question. The amount forfeited 
is then divided in ratio among other 
participants the following year. 

Distribution of benefits. Each partici- 
pant indicates a beneficiary or bene- 
ficiaries who may be changed from 
time to time on written notice. 

Distribution of the vested interest 
of a participant normally commences 
at retirement according to the follow- 
ing schedule: 

Per Cent of 
Total Amount 

Credited to 
Participant’s 


Years of 

Continuous 

Participation 

in the Plan Account 

Less than 5 None 

5 50% 
6 60% 
7 70% 
8 80% 
9 90% 
10 or more 100% 

At the employer’s request retire- 
ment may be deferred in which case 
the employe continues to participate 
in the plan. 


Benefits may be paid to participants 
in one of three ways: (1) by a life 
insurance policy, (2) by a_ single 
premium annuity, (3) by payment in 
one lump or a series of installments- 
the amounts to be determined by the 
trustees. 

Benefits may be paid at a date 
earlier than retirement (1) on the 
death of the participant, (2) in the 
event of early retirement after the 
participant’s 55th birthday, (3) in the 
event of total and permanent disabil- 
ity, and (4) in the event of severance 
of employment. In the event of the 
latter, the trustees may withhold pay- 
ment of the former participant’s 
vested interest until what would have 
been his normal] retirement date. 

Amendment and termination. The em- 
ployer may amend the plan at any 
time except that (1) he may not re- 
coup any previous contributions, (2) 
use the plan or the money invested 
in it for any purpose other than for 
the benefit of the participants, (3) add 
to the duties of the administrators 
without their written consent. 


Employe Guide 

Employes receive a printed labor 
policy from their employer, John F., 
Chick & Son, Inc., Madison, N. H. 
Here are some of the highlights: 
@ To pay highest possible wages con- 
sistent with sound business manage- 
ment. 
@ Time and one-half for all author- 
ized overtime work exceeding 40 hours 
a week. 
@ Smoking not allowed during work- 
ing hours anywhere except in office, 
before and after work and during the 
two daily rest periods morning and 
afternoon. 
@ A person is considered regular em- 
ploye after eight weeks continuous 
employment and will not be dismissed 
without notice equal to one week for 
every five years of employment or 
part thereof or being paid an equal 
number of weeks’ wages. Employes 
are expected to give like notice or 
forfeit corresponding like amount of 
pay. 
@ Employes may purchase materials 
for their own use at 10% cash dis- 
count from regular prices. Weekly 
commissions will be paid all regular 
employes for all bona fide sales at 
regular prices. 
@ Paid vacations equal to one hour 
for every 54 hours worked during the 
previous year; employes with five 
years’ continuous service double that 
amount; 15 years’ employment three 
times that amount and 25 years’ serv- 
ice, four times that amount. Vacation 
schedules will be arranged for periods 
mutually agreed upon by employe and 
management. Preference given to em- 
ployes with highest seniority. 
© Employes absent for more than six 
days, except vacation, in any four- 
week period, lose all seniority rights 
including vacation, discounts, ete., un- 
less absence is caused by sickness 
certified by doctor. 
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Work with your AIM*... Sterling Lumber did... 
Packaging and unloading method speeds handling 


B. J. Malloy is 
typical of the 
Acme Idea Men 
who can help you 
solve your lumber 
packaging and 
handling problems. 


STERLING LUMBER AND SUPPLY COMPANY, Chicago, Illinois, has been 
a major contributor to development of packaging and shipping methods 
that speed loading and unloading of dimension lumber shipped in box cars. 
The result is a technique that allows full utilization of mechanical handling 
equipment by lumber shippers and receivers. (Idea No. U1-11.) 

Sterling Lumber called in Acme Steel Company to cooperate in the 
development of this new technique. Now, packages of lumber are made up 
at the mill and strapped with heavy-duty Acme Steel Strapping. Lift trucks 
load the packages in double-door box cars in a fraction of the time required 
for manual loading. At destination, packages can be removed in stacks of 
three with a large lift truck, or one at a time with a small lift truck, 

after cutting the interlace stack bracing straps. At Sterling’s Chicago yard, 
working with a 6,000 Ib. lift truck in the car and a 15,000 Ib. lift truck 

at ground level, 3 men unload 35,000 board feet in as little as 21 minutes! 


*Work with your Acme Idea Man. His wide experience in product 
protection and materials handling is at your disposal. He will be glad to 
detail scores of money and time-saving Ideas-in-Action such as the lumber 
packaging and unloading technique now in use at Sterling Lumber. 

Call him at your nearest Acme Steel office or write: Dept. ABU-38 

Acme Steel Products Division, Acme Steel Company, Chicago 27, Illinois. 
In Canada, Acme Steel Company of Canada, Ltd., 

743 Warden Avenue, Toronto 13, Ontario. 


Haat STEEL STRAPPING 


Circle No. 45 on Coupon, page 94. 





Like your sales big? 


SELL THIS! 




















CHICOPEE ® 
FIBERGLAS 


tw 1G US Pal OFF 


$100-S300 UNIT SALES 


are yours when the Do-lt-Yourselfer 
builds his own porch, patio or breezeway! 


Big sales ... big market! Thousands are building screen porches. 

Additional thousands need porches for added living space and cool, outdoor 
summer comfort. 

Your chance for many sales. Big sales. Your chance to sell up to $300.00 
worth of screening, framing and related items at once! Ask your wholesaler 
how you can participate in the Chicopee-Reynolds patio promotion. 

Get your free point of purchase patio display and free porch-patio plans 

for your customers! 


CHICOPEE Fibersias: screening 


The do-it-yourself screening that’s best for porches and patios because 
it’s the easiest to work with, dent-proof and longer-lasting. 


CHICOPEE MILLS, Inc., Lumite Division, 47 Worth Street, New York, N. Y. *T.M.O.C.F. Corp 


Circle No. 46 on Coupon, page 94. 





